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“THE THREE GUARDSMEN’ 


A free wood box . . . a free Tuck-Away .. . both of them | 
Prevent-Tarnish containers! Also a new presentation FACTS ABOUT 


chest . . . it, too, is Prevent-Tarnish . . . a case with full 


profit to you. NEW “PREVENT-TARNISH” MATERIAL 





These three numbers are truly sales leaders. They are 1. A special chemical treatment applied 
beautiful in themselves . . . display silverware attrac- to plush, flannel or duvetyn that gives 
tively . . . and offer the feature that women expect positive protection against tarnish. 
today, Prevent-Tarnish. 2. It is offered in color. 


What is back of the IS Prevent-Tarnish material? 3. It is odorless, tasteless and non- 


Months of experimenting .. . laboratory tests that are 
more severe than conditions met in the home... a de- 
mand for color in the material . . . a demand for a really 
beautiful material. And last, but not least, the IS 

approval seal is placed on every container with this new | 
Prevent-Tarnish lining; an approval by the world’s 
largest silversmiths. 


poisonous. 
4. It is offered only by the Interna- 
tional Silver Company. 














Authorized Dealers of Holmes & Edwards Inlaid can 
secure these cases at once. 


* Free containers are free only with purchase of silverware. 






PREVENT-TARNISH TUCK. 
AWAY FREE CASE “Q”. A con- 
venient, practical case covered with 
imitation ostrich skin, with the 
new IS Prevent-Tarnish lining in 
lilac plush. Offered in 26 and 34 


piece sizes. 






PREVENT-TARNISH FREE 
CASE “R”. With the new IS Pre- 
vent-Tarnish lining in lovely lilac 
plush. Case is of solid wood construc- 

tion, in handsome mahogany finish. 
PREVENT-TARNISH SILVER CHEST Offered in 26, 34 and 50 piece sizes. 
“S”. A beautiful presentation case con- 
structed of solid wood with two-tone natural 
wood finishes and embellished with carved 
moulding. The case is lined with the new 
IS Prevent-Tarnish lining in‘*lilac plush and 
is offered in 26, 34 and 50 piece sizes. 








International Silver Company, HOLMES & EDWARDS DIVISION 


Meriden, Conn. 


NEW YORK, 9-19 MAIDEN LANE CHICAGO, MERCHANDISE MART 
SAN FRANCISCO, 150 POST ST. ST. LOUIS, AMBASSADOR BUILDING 


HOLMES & EDWARDS INLAID 


“Something more than Plate” 






* 


*REG. U. S. PATENT OFF. 





The mark of the International Silver Company — the world’s largest manufacturer and advertiser of silverware 














Se SC te ti RB 


VOLUME 103, No.7 } © Nom wt APRIL, 


193 


3 


|| JCWCLERS’ CIRCULAR 









































MEMBER 
AUDIT 

| PR UREAU 
or 

LMIRCULATIO 


Features In This Issue 


Speaking of the Jewelry Trade .............cecceceeces 15 
This Wedding Table and This Party Table Are Correct .... 18 
Renee Che Tne Te oo an oc6 vie 05seeesesaneeaniens 20 
Selling Gifts the Modern Way at Peacock’s .............. 22 
Proper Lighting Stimulates Sales and Builds Profits ....... 24 


Offer Them Something Extra in Your Stocks or Service .... 26 


Jewelry Style Trends Discussed at N.E.M.J. & S.A. Conference 29 


ek ee 31 
Program of Fourth International Jewelry Conference ..... 33 
Old Silver of the Roosevelt Family ..................06. 35 
Peeniee Tene Gite Geet. «v6 06esecencessnssataaeeees 41 
ge PTT 43 
Fete DOD 6 0000050090020 00d ensnceeenaes anneal 44-55 
Horological Questionnaire ............cccccccccccccecs 57 











The Jewelers’ Circular, Published monthly and c 
as second-class matter Feb. 15, 1902, at the Post 


hted, 1933, the Jewelers Publishing Corp, 239 West 39th Street, New York. 
ffice, at New You. under the Act of March 3, 1879. Subscription,-$2 per 








This Price Offer 


For 3i days 
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SPEAKING OF THE JEWELRY TRADE a4 a a 


I, offering to 


cooperate in any movement which has 
for its work the improving of business 
conditions, TIT. Albert Potter, presi- 
dent of the Elgin National Watch 
Co., recently called attention to the 
fact that an important element, as 
far as our industry is concerned, lies 








in safeguarding consumer confidence 
which has been built up by the retail 
jeweler for a period of many years. 
Said he, “I have felt for sometime 
that the principal asset of the retail 
jeweler is the confidence that he has 
inspired in the public. The public 
unfortunately has had a good deal of 
reason recently to question whether 
that confidence was well placed. De- 
stroy that confidence and I am ques- 
tioning how long the retail jewelry 
store can exist. 

“If there is anything in our power 
that. we can do to bolster up this con- 
fidence with the consumer that will 
help him open up his purse and buy 
products in the jewelry store, you can 
count on our company to the utmost.” 


¢ ¢ 4 


dd 
we is a particularly 
important quality in the position of 
sapphiries as gems and they are found 
in every variety and color,” said P. A. 


- Hahn in an article in Sands, 
Clays, and Minerals. “The most 
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highly prized stones are of an intense 
cornflower blue, though this gem 
ranges from deep indigo to pale blue. 
There are also green sapphires 
(chiefly Australian); and many of 
the stones are blue only in parts, the 
remainder being either yellow or 
colorless. Color effect of the polished 
sapphire is dependent to some extent 
upon the cutting. Stones which are a 
mixture of blue and white may some- 
times be cut, by a highly skilled work- 
er, so that when finished they have 
the appearance of being blue through- 
out. 

“The origin of the color in sapphire 
is not precisely known. It has been 
supposed that the color is due to the 
presence of some organic matter, since, 
generally speaking, this gem loses its 
color permanently when exposed to 
great applied heat. Different speci- 
mens vary in this respect; some lose 
color in heat more freely than others, 
while some specimens will retain par- 
tial coloring even when subjected to 
great heat.” 


+ ¢ 4 


The question of 


who holds title to the engagement ring 
after an engagement is broken is one 
that has not only interested the public 
but has sometimes played an important 
part in controversies in which jewelers 
have become involved. But the sub- 
ject will be no longer a debatable one, 
at least, in New York State, if the 
decision of the Appelate Division of 
the Supreme Court, March 10, is al- 
lowed to stand. In that decision in 
the suit of Irving Beck vs. Jean 
Cohen, by a vote of three to two, the 
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court held that the swain who gave 
the ring has title to it when the en- 
gagement is broken. 

The majority opinion by Justice 
Sherman said that “such a ring is a 
symbol hallowed by social usage,”’ and 
that ‘when the engagement fails the 
symbol of its existence should be re- 
turned to him who gave it.” The 
opinion also said that “possession 


Give tt UP 





should be retained during the engage- 
ment, which it symbolizes, and is 
changed to firm ownership upon mar- 
riage.” 


q+ ¢ 4 


4d 
A\tthough the silver 


trade has suffered from various causes 
during the last few years and although 
the huge reduction in the cost of bul- 
lion has sent prices down in a dis- 
orderly retreat and the excise tax has 
proved a tremendous burden on manu- 
facturers, nevertheless, there are 
things we can be thankful for,” said 
Ernest M. Currier of Currier & 
Roby, N. Y., recently. “Among all 
our vicissitudes and despite the pres- 
sure of hard times, the prestige of 
silverware has not faltered nor will 
it, for although silver be regarded as 
a commodity, yet, it is something 
more; it is the art-metal par excel- 
lence. No other metal, save gold, can 
compare with it. Its position is secure. 
Wrought into pleasing shapes, it will 








continue, as it has for centuries, to 
intrigue mankind with its beauty and 
lure them on to its possession.” 
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4d 
i. success lies 


and will lie in selling more goods and 
in selling these goods at a profit,” said 
Isidor Lassner in the course of his 
address as president of the Precious 
Stone Dealers Association delivered 
at the annual meeting held in New 
York, March 2. 

“Until the demand for merchan- 
dise increases appreciably, our Asso- 
ciation can only hope to devise means 
to alleviate the troubles of the present 


day. We cannot create business, we 
can only aid in making the business 
transacted more profitable.” 

Speaking of the accomplishments of 
the organization, he said that its 
greatest service lay in the fact it puts 
the precious stone industry in the 
position of a unit to present a strong 
and solid front to the attacks to which 
it is subject, and added: ‘“We are on 
the way to greater accomplishments 
if we will only learn to submerge 
our petty personal differences for the 
good and welfare of the organization 
and the industry. That, I believe, is 
the most important thing we should 
strive for in the coming year.” 

In conclusion he said: ‘Let us for- 
get the red ink we have used lately. 
Let’s prepare for greater profits, let 
us prove to ourselves that the stone in- 
dustry can once more rise to the heights 
it attained 10 and 20 years ago.” 


¢ ¢ ¢ 
, oldsters 


more than the youngsters, were in- 
terested in the recent announcement 
that the pen of their school days, the 
“Spencerian,” has now developed into 
a fountain pen of the same name, the 
old steel nib having for its successor, 
one of 14 karat gold with hard 
iridium tip. The company that has 
introduced this new product is the 
same that started in the steel pen busi- 
ness in 1858. In speaking of this old- 
new product, an article in Printers 
Ink recently stated: 


“One reason that the company 
waited until its 75th birthday to in- 
troduce a new product has been a 
close observation of the fountain pen 
market with its quickly changing 
styles, improvements and new models. 
When this old-time pen company de- 
cided it had a model which it could 
sell for many years without a drastic 
change in construction, and which 
could retail at a low price, it jumped 
into the highly competitive fountain 
pen field.” 


 ¢ 4 


dd D , y 

on’t be a Confidence 
Slacker.’” said Robt. M. Shipley, pres- 
ident of the Gemological Institute of 
America in a bulletin sent out to the 
students and the members of that 
body. “Do you deserve the unques- 
tioned confidence of the customer, 
client, student or citizen whom you 
serve and also of those who sell or 
otherwise serve you?” 

“From our old ideal ‘Money Suc- 
cess at Any Cost’ help supplant the 
new ideal of our ‘Old and Precious 
Moral Values.’ Let’s rediscover the 
pioneer spirit. 

“Shun the ‘confidence slacker’ as 
you did the war time slacker. Shut 
the hoarder of gold, the lobbying cor- 


Or 


o~ 


rupters of courts and legislators; and 
every man who lives by his wits and 
not his honor whether he be big busi- 
ness man or underworld gangster.” 


= & 


4d 
War between quality and 


price is just another phase of the war 
between America and the coolie—be- 
tween a civilized standard of living 
and barbarism,” declared Walter B. 
Pitkin of Columbia University in 
commending the National Quality 
Movement now under way, which 
has received the indorsement of so 
many jewelers. 

“The ruthless price-cutter who pays 
workers 10’ cents an hour so that he 
may lure buyers away from well- 
made goods is the Judas of the white 
race,” declared Prof. Pitkin. “The 
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sooner we realize that he is more cop. 
rupt than any racketeer, the better for 
our country. 

“It is my conviction that the qual. 
ity movement, to succeed in full megs. 
ure, must go still further in the dire. 
tion of educating consumers. Strange 
as it may seem, few buyers haye 
enough ‘enlightened self-interest’ anq 
sound information about quality good; 
to protect themselves against the’ rub. 
bish racketeers. I advocate dropping 
foolish high school courses and syb. 
stituting the most useful of all prac. 
tical subjects, a course in the art of 
spending.” 


¢ ¢ ¢ 


__ Tiftaht, 


the Birmingham, England, manufac. 
turer, gives good advice to jewelers 
who have articles in stock that have 
been with them for five or ten years 
or even longer. ‘This practice he says 
simply does not pay. “Deterioration 
and loss of interest on idle capital 
over 10 years means that an article 
has cost at least 60 per cent more 
than the original price. It has taken 
up useful space which might be used 
for quick-selling lines. In addition to 
which the customer seeing the same 
old thing year after year, does not 
form a favorable impression of the 
firm showing it. 

“Get the old junk together; stick 
it right in front of the window; puta 
placard across that can be seen half 
a mile away; send 5000 handbills 
round the immediate district, and tell 
the world that for 14 days they can 
buy those particular goods at 50 per 
cent reduction. 

“Tf, at the end of a fortnight, you 
have not cleared them out, give them 
60 per cent reduction for the next 
week, and 75 per cent the week after 
that. 

“Better get 10 per cent for an arti- 














cle that is absolutely dead and useless, 
and buy something you can sell 
quickly. 

“Stuff that does not sell is worth 
nothing. Better get rid of it at any 
price. I said: ‘At any price!’” 
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4d 
"Sie is a secret 


about keeping silver clean which is 
not realized by those who treat it as 
too much of a luxury,” said Cleve- 
land A. Dunn, of Graff, Washbourne 
& Dunn, recently. “This secret is 
known to those who are accustomed 
to the constant use of silver, and jew- 
elers should not hesitate to make it 
known to all, as it is a selling point 
which should not be overlooked. This 
is it: The more silver is used, the less 
it tarnishes. Pack it away in bags 
and bring it out only on special oc- 
casions and it will, of course, as with 
many other things, lose its appearance 
of freshness. But use it freely and 
constantly and wash and dry it as any 
other article of constant use, and it 
takes on a peculiar and beautiful sur- 
face which resists tarnish. 

“In America and until recently,” 
said Mr. Dunn, “we have shown the 
tendency to place our objects of art 
only in living rooms and libraries, for- 
getting that the true development of 
our artistic sense lies in having our 
homes and lives in true balance. Are 
we in balance if we overlook the 
artistic treatment of perhaps our most 
social room—the dining room? And 
is there anything that lends itself 





more truly, more intimately to the art 
development of the dining room than 
the silver service into whose making 
and decoration true silversmiths have 
poured their souls?” 


4 ¢ 4 


The yearly report 
on the diamond market sent out by 
J. K. Smit & Zonen, Amsterdam, 
through its New York agent, The Van 
Itallie Co., has some interesting in- 
formation on industrial diamonds, 
saying: 

With the acuteness of the crisis, the 
use of industrial diamonds has decreased, 
this being caused chiefly by the decline of 
the motorcar industry in America. Pur- 
chases were limited to a minimum, but 
on the other hand, stocks with consum- 
ers are very small. By the stoppage of 
the mines, which produce about 90 per 
cent of the industrial diamonds, a short- 
age is sure to come, as stocks with the 
trade are continually covering less. 

“The use of Finehards and Diam- 
hards in the mining industry has not 
come up to expectations, because of the 
low price of base metals and the very 
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little mining that has been carried out. 

“The official reports of the mining con- 
cerns state that the costs of drilling, 
through the low price of these diamonds 
and quicker drilling, have halved their 
diamond cost. As soon as there is a re- 
vival the present stock will soon be con- 
sumed. 

“In the wire die industry there was 
a good demand for the small sizes %4-%4 
caret stones. Diamonds cannot be matched 
in hardness and durability. There is a 
shortage in the above mentioned sizes. 


On the question as to whether dia- 
monds generally may become cheaper 





If | Were a Retail Merchant 


| WOULD buy my merchandise exclusively 
from honest factories, making honest goods 
and paying honest wages. 

1 would then carry through to my cus- 
tomer—the ultimate consumer—a campagin 
of education and enlightenment. 

1 would use my windows, my newspaper 
advertising, my direct mail, and my sales 
people to tell the truth about cheap mer- 
chandise, cheap wages and their destructive 
effect upon our whole economic system. 

| would proclaim my own honest intentions 
through announcements similar to the follow- 
ing: 

4 We Do not Believe in Sweat-Shop 
Wages. 

1 The Merchandise We Sell to You 
Is Made in Factories That Have a 
Regard for Decent Standards in 
Quality and Workmanship. 

{ Live and Let Live! 

—In short, | would spare no effort to 
enlist the active and intelligent cooperation 
of all honest and thinking people to help 
restore decent conditions under which we can 
all live, work and maintain the prestige of 
our industry and country which, during the 
past year, has been sorely tried. 


» | TF cens.. 





in the future, the report calls atten- 
tion to the enormous cost today in get- 
ting diamonds from the mine saying 
that 9,000,000 tons of gravel have to 
be lifted in order to obtain 3,000,- 
000 tons of washable gravel and only 
one 12% millionth of this mass con- 
stitute diamonds. 


4 ¢ 4 
‘te magazine 


Fortune tells this story of how Mus- 
solini acted in a capacity of a Bet- 
ter Business Bureau in Italy. 

“An English lady bought a lovely 
watch in Rome and paid £35 for it. 
Proud of her buy, she took it to a 
London shop to have it appraised be- 
fore insuring it. The jeweler told her 
the watch might be worth a pound, 
but no great bargain at that. 
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“Enraged, the English lady could 
think of only one thing to do. She 
sat down and wrote direct to Mus- 
solini, telling of the deception and 
adding bitterly that she didn’t think 
ruling such a people was anything to 
brag about. In a couple of weeks, 
back came a letter from JI] Duce 
apologizing for the incident, hoping 
that the lady didn’t really judge all 
his countrymen by the one bad ex- 





MY PERSONAL 
CHECK oH THAN, 
oo 






ample she met, and inclosing his own 
check for the amount of £34. 

“A couple of weeks later the lady 
got another letter from Italy—but it 
wasn’t from Signor Mussolini. It 
was from the brigand who had sold 
her the watch. The government, he 
said, had closed down his shop, fined 
him, and was about to escort him to 
jail to do a six months’ stretch. 
Would the lady please intercede?” 


+ ¢ 6 
4d 
The outstanding need 


in American business today is stabil- 
ized prices at fair levels. Cut-throat 
competition has taken its toll. Un- 
employment and bankrupted enter- 
prises are the fruit of a jungle system 
which has worked injury to every 
American,” says a joint statement of 
Senator Capper and Congressman 
Kelly. 

“We have introduced in the Senate 
and House the Fair Trade bill which 
seeks to provide for fair competition 
in the distribution of identified mer- 
chandise. The form is different from 
the Capper-Kelly bill of the last Con- 
gress but the purpose is the same. In 
a single paragraph we undertake to 
define the intent of the Anti-Trust 
laws as to agreements between the 
makers of trademarked goods and 
their distributors. Such business 
men under the common law had the 
legal right to enter into agreements 
as to the resale price of identified 
goods. 

“Our measure restores the rights 
possessed by American business be- 
fore the Supreme Court wrote a judi- 
cial law of its own. It establishes 
the system of contract which is in 
force today in almost every country 
except the United States.” 








The bridal table arranged 
by B. Altman of New 


York, in cooperation with 
Oscar of the Waldorf. 
This authentic table set- 
ting for the bridal party 
is distinctively attractive 
and will intrigue every 
bride - to - be and the 
hopefuls. 


WEDDING TABLE AND 


THE THE THE THE 
MOTHER FATHER THE MOTHER FATHER 
OF GROOM OF BRIDE MINISTER OF BRIDE OF GROOM 


proval of Oscar of 
the Waldorf, inter- 
national host and an 
authority on correct C) * s 


table seating. 
S THE MAIO THE 
OF HONOR BEST MAN 





Here is the seating 
plan for the bridal 
table, an arrange- 
ment having the ap- 


30 14d a0 
YWIAHLOYVI 
SHL 
THE 
SISTER OF 
THE GROOM 
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The party table cleverly 
set by Oscar of the Wal- 
dorf in cooperation with 
B. Altman of New York 
provides the answer so 
frequently asked the 
jeweler regarding proper 
table etiquette. 





THIS PARTY TABLE ARE CORRECT 


“OSCAR OF THE WALDORF” SET THEM 


The wedding months 


‘of May and June are the periods of new interest in 
jewelry stores. Among the many opportunities for. in- 
creasing business, silverware, of course, is outstanding in 
its possibilities. What bride today will forego the ex- 
citing moments of ségacting her flatware and other table 
accessories. This we is recognized with equal import- 
ance with that of selecting the wedding ring and the 
groom’s gift to the bride. 

It requires early and careful planning to attract to the 
jewelry store those who are about to embark on the 
matrimonial voyage and a program of promotion should 
be the first step in influencing this business to your store. 

While the suggestion of setting a bridal table may 
offer no new approach to this step of successful silver 


THE JEWELERS’ CIRCULAR 
for April, 1933 


19 


selling, its center of interest has always been one that is 
significant to the bride to be. 

What is the correct bridal table, is the question so 
frequently propounded to the jeweler. Some are able to 
give an intelligent answer. Others are compelled to ad- 
mit they don’t know. Well, here is the answer, given 
by an authority who no doubt has been responsible for 
more society wedding parties than any one individual— 
Oscar of the Waldorf, host to world celebrities, caterer 
to New York’s swankiest smart set, whose advice is al- 
ways accepted in matters pertaining to correct table ar- 
rangement. 

For the purpose of concentrating attention upon your 
store set a bridal table similar to the one reproduced in 
the photograph together with seating plan. 
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Confidence Returns 


INCE the last issue of THE 
JEWELERS’ CIRCULAR went to 
press changes have occurred in the 
business and financial worlds to an 
extent unthought of a few months 
ago. With the advent of the new 
administration, Congress has grap- 
pled with the problems relating to 
banking and revenue with a celerity 
that has surprised even the most op- 
timistic of those who expected these 
reforms. With our banking and cur- 
rency situation in a better condition 
than it has been for a long time; with 
a balanced budget, and with fear of 
the future removed, it looks as if the 
business world was in truth entering 
a new era and a new deal. Not for 
three years have the prospects in the 
jewelry business been as encouraging 
as they are at present, for the value 
of our merchandise is being recog- 
nized by the public, by the dealers 
and even by banks and naturally 
prices have shown an upward trend. 
Public interest in gold has not for 
years been as great as at present and 
while the temporary rise in platinum 
early in the month may not have been 
wholly due to the conditions in this 
country, it was partly due to the ele- 
ment of speculation that entered as a 
result of the restoration of confidence 
in business generally. Diamond prices 
have stiffened all along the line as 
dealers, importers and cutters have 
realized replacement costs had gone 
up. It looks now as if the scarcity 
of merchandise both in this and other 
lines will begin to be realized both 
by dealers and by the public and with 
confidence restored, a general upturn 
in our business is to be naturally ex- 
pected. 

How soon this will come to the in- 
dividual dealer depends on many fac- 
tors—local as well as national influ- 
ences, and particularly upon the abil- 
ity of the individual to take advan- 
tage of present conditions and get the 
business as soon as it is available. One 
thing we do know. Confidence has 
succeeded pessimism, and this is the 
first step in the upward march for 


which we have waited so long and 
so patiently. 


i ee 


Jewelers Will Get Gold 


ESPITE the somewhat drastic 
regulations of the government in 
regard to the use of gold that fol- 
lowed the “‘bank holiday” the jewelry 
trade will continue to get this pre- 
cious metal up to the amount that it 
needs for practical manufacturing, ac- 
cording to the latest advices from 
Washington. 
After the proclamation was issued 





THE JEWELRY TAX 


Tax statistics received by the 
Treasury Department indicate that 
sales by our jewelry manufacturers 
during January amounted to but 


$3,133,808.70 


as the tax collected by the govern- 
ment in February from the manu- 
facturers, importers and producers 
amounted in all to $313,380.87. 
This tax represents 10 per cent on 
the sales of the preceding month. 

This poor showing by an in- 
dustry which, under normal con- 
ditions, should show sale of five 
or six times of the amount re- 
ported, was due not wholly to the 
condition of business in January, 
but in part to the regressive effect 
of the 10 per cent tax. 

This tax must be removed if the 
jewelry trade is to continue to 
— on anything like a normal 

asis. 





by President Roosevelt, restricting 
the export and payment of gold, rep- 
resentations were made on behalf of 
the jewelry trade to the Treasury 
Department as to how it was needed 
by various industries. On March 11, 
Secretary of the Treasury Woodin 
announced that the restriction would 
not prevent gold being available for 
normal use in the industrial arts. On 
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March 14, the Treasury Department 
issued an order to the effect that 
pending the determination of a suit- 
able procedure for licensing the de- 
livery of gold for use in the arts, 
Federal Reserve Banks were author- 
ized to deliver, upon request, gold in 
amounts deemed by such banks to be 
reasonably required for legitimate 
and customary uses by the manufac- 
turers applying provided such request 
was accompanied by an affidavit stat- 
ing the amount of unmanufactured 
gold the applicant has in hand and 
the facts showing it was necessary to 
obtain such gold for the purpose of 
maintaining employment. 

It is evidently the intention of the 
government, while keeping gold out 
of the hands of the hoarder, to see 
to it that its legitimate use in trade 
and in the arts will not be unneces- 
sarily curtailed. Any licensing sys- 
tem or further regulations that may 
be put into practice will no doubt 
be based upon this theory. The 
jeweler, therefore, may feel assured 
that he will be in a position to fulfill 
the regular demands of his customers 
during the rest of the year. 


q+ + ¢ 


A Remedy Needed 


MPORTERS of watches call at- 

tention to the unfortunate condi- 
tion from which the trade suffers but 
from which there seems to be little 
chance of remedy except by an enact- 
ment of a special act of Congress. 

This condition is caused by the 
present procedure of the government 
in selling seized merchandise at auc- 
tions to the highest bidder without 
restriction, with the result that mer- 
chandise comes into the market at 


-prices with which no legitimate man- 


ufacturer or importer can compete. 
As an example, last November, the 
government sold 20,000 seized watch 
movements for $2 a piece despite the 
fact that in some instances the duty 
on such a movement is $4 or more. 
According to the American Watch 
Importers Association, many of these 


THE JEWELERS’ CIRCULAR 
for April, 1933 














EDITOR'S DESK = @Seegav ericetonr 





seized movements were bought by the 
smugglers as well as price cutters. 
Inquiry into the matter with the 
Treasury Department officers indicated 
that there is no way of overcoming the 
situation, except through an act of 
Congress giving the Secretary of the 
Treasury authority to destroy any 
seized merchandise such as is now 
done with seized liquor. It is under- 
stood that an attempt will be made 
to have such an act introduced at an 
early date. If this is done, support 
will be asked not only of the domestic 
manufacturing and importing interests 
but of the retail jewelers as well. 


q+ ¢ 4 


Coad Terms Stiffened 


NE of the many causes that has 

tended to prolong the depres- 
sion through which we have passed 
has undoubtedly been the abuses to 
credit and this condition is as true of 
the jewelry trade as of any other in- 
dustry. Of course, many of our mer- 
chants have had to face an exceptional 
situation and leniency on the part of 
their creditors was necessary, but many 
others who were able to pay their 
accounts in whole or in part have be- 
come indifferent to their credit stand- 
ing and callous to the calls made upon 
them for settlement. With the 
change in the business and banking 
situation that has occurred in the last 
month, many excuses for credit de- 
linquency have disappeared and today 
it is a patriotic duty both from the 
standpoint of one’s industry and one’s 
country to make the greatest effort to 
meet bills promptly for this will start 
the wheels of industry moving more 
quickly than anything else. 

In this connection the announce- 
ment made to the trade by the Na- 
tional Wholesale Jewelers’ Associa- 
tion of the action of wholesalers in 
various centers as to trade credits, is 
interesting. As previously announced, 
the wholesalers of Philadelphia have 
adopted terms effective March 1 call- 
ing for cash settlements to be made 
on the 10th of January, March, May, 
July, September and November fol- 
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lowing the date of purchase in order 
that the debtor may obtain the cash 
discount, the price being net 30 days 
after the above dates, after which in- 
terest will be charged. The whole- 
salers in Cincinnati announced that 
discount would be allowed on invoices 
only if paid in cash at maturity, all 
accounts becoming due and payable 
net 30 days thereafter, with interest 
of 6 per cent. after the net due date. 

Pittsburgh wholesalers recently an- 
nounced that discount would be al- 
lowed on invoices if paid on the 15th 
of the following month, accounts be- 
ing due and payable net 90 days, with 
a 6 per cent. interest charge there- 
after. St. Louis wholesalers, it is 
said, are adopting terms similar to 
those adopted. in Cincinnati and 
wholesalers in other cities are taking 
some similar action. 

The stand of the wholesale trade 
is in line with good business principles 
and we think will be accepted gener- 
ally even by those retailers who may 
find the change a little hard to com- 
ply with at the present time. How- 
ever, we must realize that the credit 
situation has become acute and a rem- 
edy had to be found for the condition, 
if we were to progress as an industry. 
It looks now as if “credit hoarders” 
will soon be as unpopular in industry 
as gold hoarders have become with 
the public. 
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Chart Your Own 
Course UP 


HE time has arrived for the real 

live merchant to make a new start 
—to forget the hampering and regres- 
sive influences that have held him 
down in the past; to take stock of his 
own ability, his opportunities, his po- 
sition in the community, his energy 
and aggressiveness and capitalize these 
assets in a campaign to do business on 
a new basis. 

The business man has long been 
hampered and depressed by reports 
and charts that have shown business 
steadily marking the downward trend 
and they have had a psychological ef- 
fect on him, his ambition and his 
work, far greater than he has had any 
idea of. It is time that he plot his 
own business, in his own way, from 
his own factors, starting off with 
scratch. At this moment he knows 
as much or more about his business 
than any other man. He should be 
as skillful and as well prepared to 
meet the conditions that confront him 
as is the paid economist of the larger 
organizations. 

But first of all he must plot his 
course in an upward direction and 
determine to keep to that course, tak- 
ing advantage of every opportunity 

(Turn to page 71) 

























@ This Silver Plated Candy Jar with its 
removable lining of Cobalt blue glass is 
an ideal receptacle for sweets, and when 











not in use serves just as smartly as 
decorative piece for table or 3 
mantle. Height 8'4". The price 

Gilt and Art Galleries . . . Second Floor 


C. D. PEACOCK 


JEWELERS SINCE 1837 
State and Monroe « » Palmer House Cornes 











C.D. PEA 
Gift and Art Galleries 


Offering ways and means for miracle changes about the 
home and scores of actually new ideas for bridge prizes 
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A Novel Ash Tray 
The life and spritely ac- 
tion of che figure remove 
this Silver Plated Ash 
Tray from the ordinary. 
Height 94”. Price, $8.00 
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Made with particular 
care is this Tilt Top 





C. D. PEACOCK 


provides a pair of ash trays 
B&B The close fitting top and frame of the 
jar and the ash trays are Silver Plated 
with removable linings of Cobalt blue 
glass. It is smart equipment whether 
assembled or in use. A °Q75 


splendid prize or small gift. 


C. D. PEACOCK 


JEWELERS SINCE 1837 
State and Monroe « » Palmer House Corner 
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and on Monday 
You are Invited 
to the C. D. Peacock 

Gift and Art Galleries 








Special 


the pair... 


@ This is the Christmas of all years 
to give something cheery—and 
in line\with this thought we direct 
special| attention to these colorful 
Floral Prints. Size 744 x 91% inches; 
frames in a soft shade of green— 
boxed as shown. 
THEY ane CHEERFUL 
THEY\ARE DECORATIVE 

THE PAIR COST BUT $1.00 
A value so ubusual that we cannot assure 
You they will last throughout the day. 


Gift and Art Galleries — Second Floor 


C. D.. PEACOCK 


JEWELERS SINCE 1837 : 
State and Monroe « » Palmer House Corner 














State and Monroe « 














Here are a number of advertisements used by C. D. Peacock, 


Inc., to direct attention to low 
and Art Department. 


priced offerings in the Gift 


Unusual articles with a special price 


appeal are used to increase store traffic and dispel the false 
idea that only the rich can buy at a fine jewelry store 








SELLING GIFTS 


By 
MISS O. E. GIBSON 


Manager and Buyer 
of the Gift Division 
of C. D. Peacock, Inc., 
Chicago 


Some gift departments 
in jewelry stores are designed for beauty and attractive- 
ness. Others for practical selling and merchandising. 
Both of these important features are to be found in the 
Gift and Art Galleries of C. D. Peacock, Inc., jeweler 
since 1837 in Chicago. Here is a gift department which, 
when visited for the first time, does cause you to pause 
and study its attractiveness. "The atmosphere is analo- 
gous to that of a lovely home which is exquisitely and 
distinctly furnished. 

You can recognize quickly that the department reflects 
the management of some individual whose entire energy 
and interest is devoted to having a gift department where 
merchandise and inviting appearance go unchallenged for 
leadership. 

In a businesslike office immediately off the gift floor 
which is the second, you will meet Miss O. E. Gibson, 
manager and buyer for this division of the Peacock busi- 
ness. Here you will find the answer to the many ques- 
tions you have been asking yourself about this unusual 
department, with its new slant on the sales and service of 
gifts in a jewelry store. 

In the confusion of the many questions you want to ask 
Miss Gibson—the guarded manner in which you want to 
make this approach which will reveal some of the secrets 
of this successful department—you awkwardly mumble, 
“Won't you please tell us how you accomplished it?” 
And when you hear the answer come back, “just com- 
mon sense,” you brace yourself, for intuitively you realize 
here’s a woman who understands her business and has 
achieved success through practical experience, work and 
study of her individual job. 

“There is no magic wand to wave in the operation of 
our gift department,” said Miss Gibson. ‘We simply use 
common sense in buying and selling and emphasize the 
merchandise through a careful display plan. 

“We never arrange our displays so that they have a 
crowded appearance—even the inexpensive items are care- 
fully placed upon tables or shelves, where they can be 
seen without confusion and appear to the customer to be 
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The Modern Way at PEACOCK'S 


exclusive articles. Display is very important in a gift de- 
partment. It requires energy. and individual effort to have 
the department attractive—but it is this attractiveness 
that makes it stand apart from being just another gift 
department. 

“In our department we attempt to have our gifts ar- 
ranged in the same manner as they will appear when 
placed in the home. In this atmosphere the customer is 
more easily sold, as she can visualize the individual piece 
in some particular place in her home. This eliminates to 
some degree lengthy sales conversation about this or that 
piece fitting into a definite place to harmonize with sur- 
rounding appointments. 

“Our arrangement of gifts is not tiring to customers 
if they are required to wander from one group to another. 
They feel as if they had been transferred into a new home 
where they are making an inspection of many beautiful 
pieces of artwares. 

“Second in importance is the knowledge of the article 
sold. The sales staff should be familiar with the back- 
ground and tradition of each piece sold, where it comes 
from, the method of manufacture, if hand made, by whom, 
the time required in completing the article and the ma- 
terial employed. This gives an added significance to the 
gift and increases its value to the customer. 

“In addition it establishes confidence in the salesman 
which is especially important when selling a really fine 
piece. This is the selling knowledge we attempt to inject 
into our staff. All merchandise placed on the floor is 
carefully described to them. We lend every assistance 
possible to impart whatever knowledge we are able to 
gather about each piece or gift article. 

“A successful gift department must have $1 items and 
we do not assume the attitude that our store is too exclu- 
sive to carry articles in this price range. Instead we make 
these $1 items as individual as possible and the best values 
we can buy at the price. Select them if possible, not to 
compete with department stores or other outlets. This 
cannot always be done as no one is smart enough to buy 
gifts that will not compete with some stores. 

“But make your $1 items really $1 items. Card clubs 
and other organizations offer excellent sales opportunities 
for disposal of merchandise in this price range. Many of 
our customers frequently want an inexpensive gift and 
we must serve their needs. Bridge parties usually require 
inexpensive prizes, and the jewelry store, because of its 
prestige, has the first opportunity of securing this business. 
We attempt to line up the bridge parties when we have 
prior information. A personal telephone call is made and 
an-invitation extended to visit the store where a number 
of articles are arranged for a selection. 

“No gifts leave this department in paper bags. The 
packaging of gifts from C. D. Peacock’s is in itself a re- 
flection of the fine prestige of this store. Our gift depart- 
ment packaging costs considerable but the good will it 
builds for the store justifies the expense. 

“This advantage which every jewelry store gift depart- 
ment has over other types of outlets for similar merchan- 
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Note these merchandising points which have 
helped to make the C. D. Peacock, Inc., Gift and 
Art Department an outstanding success: 


1. Arrange displays in the same manner as they 
will appear in the home. 


2. Be sure you have an accurate knowledge of 
the articles sold. 


3. Package all merchandise carefully and attrac- 
tively. 


4. Study your trade and buy to their wants. 


dise should be capitalized. There’s tremendous value in 
its exploitation and it should have a major place in the 
promotion of the gift department. 

“The person does not live who would not prefer to 
have his or her gift come from a jewelry store in prefer- 
ence to a department store. There is always a greater 
appeciation of the gift on the part of both the donor and 
the recipient. Frequently the increased value is judged 
by the boxing of the article. We, therefore, give serious 
attention to this detail in our gift department. 

“‘We notice men like to shop in the jewelry store gift 
department. They seem to do it with an air of freedom. 
Perhaps it doesn’t seem so effeminate as going into a de- 
partment store. An intelligent sales person can aid a male 
customer materially in making a selection, but the ap- 
proach must be diplomatic and the suggestions conform 
to the desires of the customer. 


M4 
Git windows display articles 


from $1 to $25. A wide variety of items are featured. 
The newspaper advertisements feature popular priced ar- 
ticles, the response to which has its effect in creating store 
traffic as well as acquainting customers with the store. 
“Before an article can be sold it must be bought and 
buying is equally as important as selling. You must know 
the demands of your trade and buy to their wants. The 
articles bought must be as exclusive as you can find them. 
We follow a practice I was taught during my early train- 
ing period as a buyer. Lay out 12 items for consideration. 
After careful consideration eliminate six and then from 
these six buy three. You'll usually discover your judg- 
ment based on experience is fairly accurate. In checking 
back articles that do not sell well we find that in prac- 
tically every instance somebody sold it to us—we didn’t 
buy it based on knowledge of our customers’ demands. 
“We cannot stress too strongly the very simple advice 
of using common sense in managing a gift department and 
displaying merchandise intelligently and distinctively.” 








PROPER LIGHTING STIMULATES 


Above—The distinctive lighting in this jewelry store combines 

light from modern pendant luminaires and built-in coves. Each 

luminaire consists of two semi-cylinders of corrugated diffusing 

glass fitted with cadmium finished brass and containing eight 
75-watt lamps. 


— artificial light 


is one of the most valuable sales aids known to the modern 
jeweler. Properly applied, it gives the store interior an 
attractive appearance, and presents the displays at their 
best. It is a necessity if maximum sales and profits are 
to result. 

According to Retailers’ Expenses, published by the U.S. 
Chamber of Commerce, the expense for light, heat, and 
power combined in jewelry stores ranges from only five- 
tenths of one per cent to one and one-tenth per cent of 
the cost of doing business, averaging approximately only 
eight-tenths of one per cent. Obviously, therefore, little 
saving in operating expense could be made by reducing 
the lighting, to say nothing of the danger of losing sales 
and profits by such action. On the other hand, if better 
lighting can effect economies in larger operating items and 
at the same time increase sales and profits, at least double 
the present lighting facilities might be justified. 

Artificial light has both advertising and _ utilitarian 
values, which increase as the ultimate in justifiable levels 
of illumination is approached. Proper light in the jewelry 
store provides a bright inviting atmosphere, which attracts 
customers, helps put them in a buying mood, permits rapid 
inspection and close examination of displayed merchandise, 
stimulates congeniality and courtesy on the part of the 
sales staff which makes possible the best in service to cus- 
tomer, and assists in maintaining cleanliness. Through 
these mediums light stimulates sales and builds profits. 

Attractively displayed and well-lighted merchandise 
sold by the jewelry store makes an appeal to the prospect- 
ive customer largely through the sense of sight, and more 
than ever before on a quality basis. The sparkling beauty 
of a jewel or the smart style of a watch are perhaps the 
impression forming characteristics which make a sale, but 


Below—Excellent lighting gives this jewelry store a distinct 

air of richness and dignity. The semi-indirect luminaires are 

in complete harmony with the decorative treatment of the 

store interior, being octagonal in shape and finished with 
diffusing glass and metal. 


they, among countless other selling features of various 
articles, depend considerably upon light for their effective- 
ness. 

Modern displays appeal to customers from cases, coun- 
ters, tables, and shelves, which, instead of being places for 
storage, are all valuable display areas when well lighted. 
It is essential, therefore, that a uniform level of illumina- 
tion be provided throughout the jewelry store interior in 
order that all parts of it may permit the close examination 
of merchandise. 

If the general illumination throughout the store area is 
inadequate, an unfavorable reaction is invariably en- 
countered when the prospective customer asks to handle 
and examine at closer range a ring or a stone which has 
appealed from within a lighted case. Naturally it will 
appear less attractive when viewed under perhaps one- 
tenth as much light as had been provided in the case, in 
fact, in such instances there is even reason for the cus- 
tomer wondering if the ring or stone had been exchanged 
for another one, perhaps by a sleight of hand trick, as it 
was being removed from the case. Many jewelers have 
probably had this experience, and many sales have un- 
doubtedly been lost in just such a manner because good 
general illumination was not provided throughout the en- 
tire store interior. 

Careful consideration must be given to the design of 
the artificial lighting system if it is to present an attractive 
appearance and provide a suitable quantity and quality of 
light on the displays so that they will appeal to the cus- 
tomers and facilitate close inspection. Good lighting can 
be provided most economically in many jewelry stores by 
a general lighting system employing a satisfactory type of — 
reflecting equipment at the ceiling. The location of the 
electrical outlets for the lighting fixtures must be care- 
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SALES AND BUILDS PROFITS 


By 
A. L. LYMANN 


Nela Park Engineering Dept., 
of the General Electric Co., 
Cleveland, Ohio 


fully chosen. Although structural features of the interior, 
such as the arrangement of bays and columns, may affect 
. the location of the units, there are few stores in which 
the units cannot be uniformly arranged. 

A direct relation should exist between the spacing of 
the units and their mounting height. The rule generally 
followed in locating units is that they should be no farther 
apart than one and a half times the distance from the 
light sources to the tops of the cases or tables. 

The selection of a satisfactory type of reflecting 
equipment should be the next step. Although the several 
types of lighting units suitable for jewelry store lighting 
differ widely in the manner in which they reflect and dif- 
fuse the light, any of the three systems—direct, semi- 
indirect, and indirect—may be applicable. Direct or 
semi-indirect lighting from white enclosing glass globes 
or from prismatic glass globes are types widely used be- 
cause ef their efficiency and satisfactory appearance. Dur- 
ing the past few years, new lighting units have been 
designed with similar reflection characteristics, but of 
various shapes and styles of modern trend to harmonize 
with particular interior decorative effects. These may be 


used in many jewelry stores to produce a desirable and 
distinctive air of richness and dignity. 

Direct and semi-indirect units with proper glassware 
diffuse the light well enough so that they do not produce 
objectionable glare. Light direct from the units produces 
desirable sparkling reflections in jewels and the shiny sur- 
faces of other materials on display. 


; Light of display areas is 
measured in terms of ‘“‘footcandles” by a “footcandle 
meter.” ‘The average recommended level of illumination 
on the display from the general lighting system is 15 foot- 
candles, although many stores find it profitable to go to 
much higher levels. In reflecting units designed for a 
single lamp, 200-, 300-, or 500-watt Mazda lamps may 
be used in each to produce the desired amount of light, 
while 40-, 50-, and 100-watt lamps prove suitable in other 
types of fixtures calling for a number of lamps in each. 

To produce light on the displays approximating day- 
light in quality, daylight lamps should be used, of the next 
size larger than the regular inside-frosted lamp which 
would be required to produce the desired amount of light. 

The wiring in a lighting system is definitely limited 
in the size of the electrical load it can carry without an 
excessive loss of current. If this loss exceeds a maximum 
of three volts, it is economical to provide larger wire, 
because excessive current lost in the wiring means elec- 
tricity paid for but no light received in return. Also, if 

(Turn to Page 31) 
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This jewelry store is attractively lighted by 300-watt lamps in semi-indirect Duplexalite units. 
























Aatades you'll recall, 


was the chap who removed the thorn from the lion’s paw. 
It was a wonderful service to the lion and a great break 
for Androcles. For long afterward, when they again 
met in the arena for lunch (the lion) the grateful beast 
remembered Andy and repaid him in the nicest way imag- 
inable. It pays to make friends. 

Spring with its new deal means a new day... a new 
opportunity . . . a new privilege of service. The follow- 
ing four lines are fitting... . 

A good thing to remember 
And a better thing to do 





fer Them “Something Extra’ 


By 
The Observer 
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This jeweler offered unknown merchandise at prices cut to appeal to an everchanging clientele, made exaggerated claims for inferior 


goods and was unhampered by any code of business ethics. 


Is to work with the construction force, 
Not with the wrecking crew. 

’T was good to see so many fine February and March 
advertisements featuring bloodstones and amethysts. Ex- 
ploiting birthstones each month is a fine idea. One ad- 
vertisement in particular arrested my attention. It fea- 
tured a heart-shaped diamond, as a Valentine’s Day gift, 
at $2,200. The gem weighed 2.36 carats and was in a 
jewel case worth $135. ‘That advertiser is selling qual- 
ity with a big Q ... and there should be more blessed 
with such temerity. 

Perhaps that jeweler heard Charles F. Adams, chain 
store “tycoon,” say, “From a mere sum of $50 a week ex- 
penditure to millions a year is the remarkable growth of 
chain-store advertising in 25 years . . . and the only sat- 
isfactory method we found of informing the public was 
newspaper advertising.” 

With 59,000 patents granted in Washington last year, 
some are bound to be good. ‘This greatest number of 
patents in any year in history augurs well for some new 
production. That can only mean more work . . . more 
money in circulation . . . more business. 

Richard Grant, vice-president of General Motors, tells 
us 18,000,000 cars were scrapped in 1932. The people 
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He moved frequently, and finally sold out under an auctioneer’s hammer. 


who scrapped them have not been converted to the pedes- 
trian class however. They will continue to go places, by 
motor. ‘They’re the ones who have sterling on their 
tables, diamonds on their wives and covetous eyes on many 
other desirable things, many of which gleam from well 
arranged jewelry store windows. Haven’t you noticed, 
while going to and from your store, that lots of new 
automobiles are passing in all directions? And did you 
read that payments on cars, as well as all other merchan- 
dise bought on the partial-payment plan, held up excep- 
tionally well all through this depression? Sales of new 
cars for 1932 were estimated by Polk at 1,097,716 units. 

A good thing to remember is that famous names ac- 
quired that fame by advertising. Jack Dempsey, Babe 
Ruth, Will Rogers, Helen Wills, John Barrymore, Ar- 
thur Brisbane are only well known to you because you 
have seen those names in print hundreds of times. By 
the same token, names of products bring mental pictures 
of what they represent. Think of Sunkist, Heinz, Traub, 
Lifesavers, Gorham, Kreisler, “1847,” Wrigley, Tele- 
chron, Community, Colgate, Krementz, and you imme- 
diately have a fairer knowledge of what those names 
mean to millions like yourself. 


A word about a few jewelry store clerks. There are 
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in Your Stocks or Service 


still a few left who should recall that snobbery is the 
pride of those who are not sure of their positions. Some 
customers are extremely sensitive and while they may not 
outwardly appear offended may never again enter a shop 
where they have been in the very smallest way slighted. 
Some managers should remember Byron’s words, “‘A thou- 
sand years scarce serve to form a state. An hour may 
lay it in the dust.” Queen or commoner, people are 
fundamentally alike. Aloof, impersonal approach to a 
patron who has entered a shop causes him to promptly 
put himself on the defensive. A keen desire to possess 
something you have in stock can leave a person very 


In this article The Observer passes on to readers 
sixteen schemes which have helped to increase 
business in various lines. Some of them may do much 
for you. Adjust them to your use and note results. 
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This jeweler never makes unwarranted claims, sells nationally known values and lasting satisfaction. 
refunds cheerfully and his statements, oral or written are as good as his promissory note. 


quickly if that desire is not cautiously built up. ‘The best 
‘salespeople seem to automatically manifest an enthusiasm 
almost paralleling that held by their prospects. A patient, 
sympathetic willingness to understand their problems and 
aspirations, however peculiar, invariably cause prospects 
to warm instantly. 


Here are various schemes 
practiced by live-wire merchants, large and small, over 
the country. Some are extreme, others excellent. If one 
should fit nicely into any plan you have, or start you 
thinking of plans for your store, the space in summarizing 
them has been put to good use. 


1. A small-town store has a ping-pong table set up in the 
rear where high school boys hold tournaments. This brings 
business in the stationery, pen and pencil, book, candy and 
soda departments. 

2. A furniture dealer holds an annual bridge tournament 
lasting three days. An auction expert speaks. Refreshments 
are served. Interest in merchandise in all departments in- 
creased. A total of 1200 guests attended, half of whom were 
never inside the store before. 

3. A small glass display-case placed in the store window or 
near the front door displaying a “special for the day” keeps 
attention high. Passers-by get the habit of looking in such a 
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He never disparages his rivals, gives 
. . still prospering. 


His store is an institution . 


case. The value of this idea depends on the ingenuity used in 
buying and featuring items in which people are interested. 
Avoid silly prejudices against certain lines which invariably 
are purely personal, and cost your store possible profits. 

4. A druggist gives cut-prices only to those paying cash or 
settling by the tenth of each month. His plan brings about 
prompt payments of charge accounts. It works, for this prac- 
tice has been going on for seventeen years. 

5. A piano-dealer places a piano in a home for ten weeks 
for $40 and supplies a lesson a week by a competent teacher 
at no extra fee. At the end of the tenth week the $40 is 
considered the down-payment and deducted from the regular 
price. 

6. The nation has 1,037,605 school teachers and four out of 
five are women. Out of every 1000 employed, 35 are engaged 
in teaching. Teachers must have accurate watches. Secure a 
list of teachers in your city and by direct-mail solicit their 
watch repair work. When they visit your store show them 
new watches, bracelet attachments, pen sets, handbags. 

7. A dry-goods company offers to take a free picture of a 
baby with any purchase of a dollar or over. , 

8. Another merchant delivers goods in boxes which can be 
used again for packing lunches. 

9. A department store gives out change to customers of 
their lunchroom in colored envelopes upon which are printed 
advertising messages. 

10. For a moderate fee a grocer rents out china, glassware 


(Turn to Page 59) 































Lady’s Ring. Plati- 
num and Diamond 
11.63 cts. Star Sap- 
phire. 


Star Sapphires 
Emerald Cut and 
Marquise Diamonds, 
Rubies, Emeralds, 


Pearls, Cat's-eyes 



































Gentleman's Ring. 


GEMS OF 
THE MODE 
Platinum and Dia- Gentleman’s Ring 


Platinum and Dia- 
= 10.00 cts. Star mond. 12.00 cts. Star 
pphire. Sapphire. 


OTHING has as yet been found to take 
the place of Gems as a tribute of 
Friendship and Esteem. 


We expect to help a good many jewelers 
make 1933 a better jewelry year, by offering 
to them splendid values in Gems of Unusual 
Beauty— 


Star Sapphires 
Enierald Cut and 
Marquise Diamonds, 
Rubies and Pearls 
Emeralds and Cat’s-eyes 


A large stock of Precious Stones is always: 
on hand. We are prepared at any time to 
co-operate with you on whatever your needs 
may be. 


JEROME RICHHEIMER 
608 Fifth Ave. 
New York 














Gentleman’s _ Plati- 
num Cuff Links, 
50.49 cts. Star Sap- 
phire. 





Lady’s Ring. Plati- 
num and Diamond. % 
20.35 cts. Star Sap- 
phire. 
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Jewelry Style Trends Discussed at N.E.M. J. 
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_&%SA Conference 


More than 500 


New England manufacturing jewelers and their guests 
attended the second annual fashion conference of the 
New England Manufacturing Jewelers’ and Silversmiths’ 
Association on March 3 in Memorial Hall. It was held 
in cooperation with the Rhode Island School of Design. 

There was a specific discussion of style trends in jewelry 
as influenced by colors, necklines and sleeve lines in dress 
this coming fall. ‘The discussion also included points 
on the style trends in precious jewelry as influencing cos- 
tume jewelry which was conducted by Miss Jane Ellis 
of New York, stylist and fashion advisor of the associa- 
tion. For purposes of illustration, there were assembled 
several costumes on which jewelry was to be worn and 
changed, and were shown upon mannequins. Special 
messages were presented from Miss Marjorie Howard, 
Paris editor of Harper’s Bazaar, and from Chanel, who 
started much discussion with her diamond exhibit last 
fall. 

Forecasts, said Miss Ellis, indicate that jewelry will 
revert to the old-fashioned type, and that clustering small 
stone designs featuring brilliancy and economy will be in 
vogue. She predicted that bracelets will continue to out- 
sell every other individual piece, also that brooches and 
clips will continue to be’ popular and that the higher 
necklines have not been able to decrease the sale or wear- 
ing of necklaces quite as much as was anticipated. Many 
new designs for all types of jewelry were shown, includ- 
ing groups of jewelry illustrating fall tendencies together 
with French sketches showing just which way the fashion 
wind is blowing. Charts, sketches and actual merchan- 
dise were assembled in keeping with these trends, in order 
to comprehensively illustrate the points. 

In discussing general trends in jewelry fashions, Miss 
Ellis pointed out that the vogue for rhinestones will con- 
tinue to grow. She said that set alone without combina- 
tion with any other colored stone, they will represent 
volume business for the fall and winter, but that rhine- 
stones set with multi-colored stones, as used for the last 
four years, are definitely on the wane and that only new 
combinations will sell. 

The important stones which she listed for the coming 
fall and winter styles are rhinestones, pearls and ame- 
thysts treated in an entirely new manner. She suggested 
the introduction of baroque pearls and opals. Bracelets, 

(Turn to Page 38) 











Left—1-2. New type bracelets. 3. Bead designs will be more 

popular as the season advances. 4. Deep cuff bracelet which 

started two years ago is being revived. 5-7-8. Circle motif 

appears in many new pieces. 6. New feather design will be of 

prime importance. 9. New flat yolk necklace. 10. The leaf 
motif is reappearing. 




















Established 1866 


Importers and Cutters of 


DIAMONDS 


608 Fifth Avenue, New York 


Cutting Works: 
64 West 48th Street 





Antwerp—48 Rue Simons 
Amsterdam—33 Sarphatistraat 
London—23 Holborn Viaduct 


in 











SIGNS OF A NEW 
PROFESSION 
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On October. £0, 193%, Ms. ENaworth. Fi. Miller. 
successfully passed our entrance examinations and qualified as 
a candidate for a certificate as Gemologist. 

Gemology protects the public's pocket book as the 
study of medicine protects its health. Leading 
jewelers of America are becoming Gemologists as 
the herb doctors of old became physicians. 


Gemology is the Science of Diamonds and Other Gems. Scien- 
tific knowledge added to practical experience make possible 
the purchase and sale of maximum qualities at minimum costs. 
It explains misleading names and tests for deceptive merchan- 
dise. 


Signs like this 
will be used in 
the windows 
and upon show- 
cases of those 
jeweler stu- 
dents who suc- 
cessfully pass 
the Entrance 
Exams for the 
CERTIFIED 
GEMOLOGIST 
course or who 
have success- 
fully completed 
Mineralogical or 
Until. Yaamna....2.0....., 1934, the Institute itself will make Special Gem 
scientific tests and answer questions regarding the genuineness courses in 
seeeemaaal American or 

GEMOLOGICAL INSTITUTE OF AMERICA. 1} British Univer- 

e sities. 


SEC ENTRANCE ERAMINING BOARD 


CITT sr 


Cerri 4 


After an exacting two-year course a board of international gem 
thoriti ines students for permission to use this emblem. 





ee ee ee a | 





























Cerrrrrrrrrresesresesesstsessee st se 


THE NEW DEAL 


In the approaching economic era will you be a GEM- 
OLOGIST, a high pressure salesman, or a watchmaker? 


Write for Information 


GEMOLOGICAL INSTITUTE OF AMERICA ‘°° Angeles 

















TOOLS or— 
A NEW PROFESSION 


Which Will be Used by Certified Gemologists— 
the Gem Authorities of the Future 


Selling instructions and occasionally 


in Institute’s 


MAIL COURSES 
and 
TEXT-BOOKS 


ld STEWARDE: 
LONDON sy 


a 
DICHROSCOPE 





Instruments May Be Imported Through 
Book Department of: 
GEMOLOGICAL INSTITUTE OF AMERICA 
3511 West 6th Street 
Los Angeles, Calif. 
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GOLD JEWELRY TO THE FRONT 


New Conditions Afford Opportunity to Sell Heavy Gold Jewelry of High Intrinsic 


Value, Says the Manufacturer | 


-— is now in the 


public eye to an extent that it has not been for many years 
due to the new regulations of the Government and the 
publicity given to the metal as a result. There may be 
a fine chance for the renaissance in popularity of gold 
jewelry if the retailers and the manufacturers together 
will cooperate to make the public conscious of the intrinsic 
worth of the article made of this metal. There was a 
time when a large part of the jewelry worn was pur- 
chased not only as ornaments but as a medium by which 
the owner could retain part of his savings and still have 
the use of it in jewelry. This was the day of large 
brooches, thick rings and heavy watch chains. 

Some of our more intelligent manufacturers who have 
studied present conditions feel that there is an opportu- 
nity of bringing back this demand for heavy gold jewelry 
as a result of the education which the strenuous times 
in the last three years have given to the public. If people 
could be made to realize that they can buy a certain type 
of jewelry in which they would be saving a large part of 
the purchase price, it might have a great selling appeal 
today, at least to those who want the ornament, want to 
save and, at the same time, want evidence of prosperity 
about their person. 

Fine gold jewelry can be made today and sold at a 
profit by both manufacturer and retailer at prices which 
will accomplish this object. In fact, it can be made and 
sold so that the customer can be assured that at any time 
he can realize at least 50 per cent of what he paid for it 
as a result of the intrinsic value of the metal. He can 
get this amount either by pledging the article with a 
pawnbroker or by selling it for old gold. The head of 
one of the largest New York jewelry manufacturing con- 
cerns stated that articles of this kind can and probably 
will be made. 

“Of course they will be different from the styles of 
jewelry now worn,” said he. “They will be larger; they 
will be heavier but the tendency in fashion seems to be in 
bringing back the styles of our grandmothers to an extent 
that they will not appear ungainly. If such jewelry can 
be sold with the assurance that at least 50 per cent of 
its purchase price is there in intrinsic value, there would 
be a selling point for the progressive retailer that would 
enormously increase his business in gold jewelry. 

“But in addition,” said he, “the effect of the popularity 
of this kind of jewelry should be good upon the jewelry 
business generally for it would bring home to many peo- 
ple not only the necessity of having articles of intrinsic 
worth but the importance of having the real thing and 
not the cheap imitation. ‘The desire to use an ornament 
purely for its ornamental effect would disappear and peo- 
ple would realize that an ornament should be more than 
colored metal but something of real value. Education 
on this line would help in increasing the demand for real 
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gems as against the imitation and the effect would not 
only be good from the standpoint of the American manu- 
facturer but in helping the American people get a proper 
idea of real worth in creating the desire for the real 
thing. 

“Retail jewelers,” he said, “have at hand an opportu- 
nity to bring back the desire for gold jewelry if they will 
encourage such a movement. I know that the manufac- 
turers will be glad to make such lines if the retailer will 
do his share in marketing them. The risk of loss is not 
much even if such lines proves to be a “sticker,” but they 
won't. The intrinsic value of the article will be even 
closer to the price paid by the jeweler or to the cost to 
the manufacturer than it is to the cost to the public. 

“Of course, in such lines, gold jewelry should be made 
in yellow gold because when people think of the intrinsic 
value of gold it is the yellow gold that comes to their 
mind.” 





Proper Lighting 


(From Page 25) 


the voltage at the lamp socket is less than that marked 
on the lamp bulb, the efficiency of the lamp is decreased 
and the cost per unit of light is increased. 

Dust and dirt collecting on reflecting equipment can 
absorb as much as 20 per cent of the light produced. It 
is advisable, therefore, to adopt a regular cleaning sched- 
ule for the lighting units. Upper walls and ceiling should 
be finished in light colors. 

Some jewelry stores may be effectively lighted by a type 
of built-in lighting system. One type which produces ex- 
cellent results is cove lighting, in which the lamps are con- 
cealed at regular intervals in coves in the upper walls 
around the room. Usually the best results are obtained 
when the junction between the walls and ceiling is round- 
ed. The indirect illumination produced is usually well- 


diffused and evenly distributed. Cove lighting is especially 


attractive when supplementing general lighting from 
pendant luminaires. 

All wall and display cases should be lighted with 
several times as much light as is provided by the general 
lighting system, if they are to attract and hold the atten- 
tion of the customer and permit rapid and close inspection 
of detail. As was mentioned above, it is important that 
the general illumination throughout the store be sufficient 
to display articles of merchandise attractively and permit 
closer examination when they are removed from the cases. 
Cases may be satisfactorily lighted by one or two methods 
—either by inside-frosted lamps or Mazda daylight 
lamps in mirrored glass or metal through reflectors. The 
reflectors should always be mounted at the top front of 
the cases and spaced from twelve to eighteen inches apart. 











Four good selling opportunities 


EASTER—April | 6th 
MOTHER'S DAY—May 14th 
GRADUATIONS—May and June 
WEDDINGS—May and June 








MIKIMOTO PE AR V 


will solve the problem for many who are in 
doubt as to what to give Mother, Sister, 


Daughter, or Sweetheart. 


In your windows and in your advertising, fea- 
ture MIKIMOTO PEARLS — Genuine Pearls 
Cultivated. Their beauty, lustre, sheen, create . 
that pride of possession desired by so many 
women who appreciate that which is beautiful. 
The most exacting care in matching and grad- 
uating assures you strings of MIKIMOTO Gen- 
uine Pearls Cultivated that are flawless in hue, 
texture and lustre, and symmetrical in shape 
—the four qualities for which Oriental Pearls 


are highly prized. ' 


IF YOU CANNOT PERSONALLY VISIT EITHER OUR NEW YORK 
OR LOS ANGELES OFFICE, WE INVITE YOUR INQUIRY BY MAIL 


AK. MIKIMOTO... 


New York Office: 551 Fifth Avenue 
Los Angeles Office: 649 South Olive St. 


HEAD OFFICE: GINZA, TOKYO — BRANCHES: KOBE, LONDON, 





By Warrant of Appointment 
to Their Majesties 
of Japan 


PARIS, BOMBAY 
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Program of the Fourth Annual International Jewelry 
Congress at Rome 


Tue Hacust, HoLtanp, March 5—An outline of 
the program of the fourth International Congress of 
Jewelry and Allied Trades to be held in Rome, May 5-7, 
has just been issued from the headquarters of the Inter- 
national Bureau in this city. The Congress, as previously 
told in THE JEWELERS’ Circutar, will be held under 
the auspices of a committee of honor composed of mem- 
bers of the Italian Parliament and the National Fascist 
Confederation of Commerce. 

According to the program, the proceedings will begin 
at 10 A. M. on Friday, May 5, with the election of the 
Board and constitution of the committees. After lunch 
the Congress will open with a speech of the president of 
the National Fascist Confederation of Commerce, a re- 
port of the president of the International Jewelers’ 
Bureau, C. J. A. Begeer, and a reception of the delegates 
and members. 

On Saturday, May 6, in the morning there will be an 
excursion, for the ladies and members not serving on com- 
mittees, while the members of the committees will start 
their meeting at 10:15 and continue throughout the day. 
A banquet in the Excelsior Hotel will take place in the 
evening. 

On Sunday morning, May 7, all the delegates, mem- 
bers and their wives will participate in a trip to the 
Roman castles and the meeting of the full Congress will 
be held after lunch. 

The International Exhibition of Decorative Arts will 
be held at Milan from May 6 to September, and it is 
expected that many of the jewelers present will take 
this in. 

The provisional agenda for the work of the different 
committees is given as follows: 


Committee: DIAMOND, PEARLS & PRECIOUS 


STONES 


1. Diamond. 

2. Reconstructed, synthetic and imitation stones. 

3. Denomination of precious and semi-precious stones. 
(Nomenclature) 

. Distinction of fresh water and salt water pearls. 

. Denomination of ruby. 

. Title of goods out on memorandum. 

. Identification service for diamonds, pearls and precious 
stones. 


First 


NHN > 


Second PRECIOUS METALS 


8. Gold standards. 
9. Tolerances. 
10. Obligatory hall marking. 
11. Responsibility with regard to the stated standards. 
12. Retailer’s stamps on silver wares. 
13. Size sticks for rings. 
14. Gold covered and gilt articles. 
.15. Erroneous descriptions. (Erroneous use of the names 
of precious metals.) 


Committee: 


Third Committee: HOROLOGICAL AFFAIRS 
16. Collaboration between the jewelry and_horological 
trade organizations. 
Fourth Committee: INSURANCE 
17. Continuation of studies for the International Jewelers’ 
Insurance Policy. 
Fifth Committee: ECONOMIC INTERESTS 


18. General affairs and affairs of the Committee of Ex- 
perts of the International Chamber of Commerce. 
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Cocktails ranging from $1.20 to $7.20 
per dozen 





Ask for the latest Pavelco 
leaflet showing a fine selec- 
— of cocktails, highballs 
and - - - 


BEER STEINS 


F. PAVEL & CO. 
15 W. 37th St. 
NEW YORK, N. Y. 








“WEDDING MARCH” OLD FASHIONED COCKTAIL 
Colorfully hand painted. 4” high. $2 each. 











ELGIN AMERICAN 










OFFERS 
THE NEW Bice 
——— ENGRAVING 


EQUIPPED FF 
WITH | 
METAL 


PREVENT 
POWDER 
FROM 
SPILLING 


OR 
SCATTERING 


LARGE GLASS 





MIRROR, VELOUR 

PUFF AND COMPART- 

MENTS FOR LOOSE  rieamabepniaeraipenphantenteateestimatic mas 
POWDER AND PASTE l ELGIN AMERICAN MFG. CO. 
ROUGE. ELGIN, ILL., DEPT. J 

ONLY $.60 EACH IN LOTS Please accept my order for 

OF ONE DOZEN. Colers dozen Tulip-Shaped Vani- 
ATTRACTIVE EASEL-TYPE Green ties, at $7.20 per dozen 
DISPLAY CARD FREE | Bie” = Name oo... ---. 


WITH INITIAL PUR- 
CHASE OF ONE DOZEN. | Brest Address 
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9148.970 
‘oui 


MESSAGES 
ane acon by peurelera’ 
[YOYLLUVE CULALOINLA 
EVERY MONTH 


Vogue, Harper's Bazaar and Good 
Housekeeping carry the new sterling story 


to every type of customer for sterling. 


These messages, appearing regularly, 
are constant reminders of the advantages 


of Gorham Sterling ...and of the 
present opportunity to own it. Each 


message invites a visit to the jeweler. 


Take advantage of Gorham prestige... 
leadership. Tie in with local newspaper 


advertising to increase your volume. 


Le GORHAM Company 


AMERICA’S LEADING SILVERSMITHS 
6 W. 48th St., New York City 10S. Wabash Ave., Chicago 140 Geary St., San Francisco 


EXECUTIVE OFFICES : PROVIDENCE, RHODE ISLAND 
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[. honor of 
the thirty-second President, the Yale Gallery of Fine 
Arts, New Haven, Conn., announces an exhibition of 
Roosevelt silver selected from the Mabel Brady Garvan 
Collections. ‘This silver, on view in the American Gal- 
lery, falls into two categories—pieces made by Nicholas 
Roosevelt (1715-1769) and his nephew, Peter De 
Reimer (1739-1814), and others made by early New 
York silversmiths in the 18th century for members of 
the Roosevelt family. The exhibition may be seen on 
week days from 9:00 a. m. to 5:00 p. m. The public is 
cordially invited. 

The craftsmanship of Nicholas Roosevelt (1715-1769) 
is well represented by a very fine tankard, the lid and 
handle of which are decorated with French coins of 
1727 and 1745; a pear-shaped teapot of the Chippendale 
period ; a three-legged cream jug, and a porringer spoon. 
Nicholas, an official silversmith for the City of New 
York, was the nephew of Jacobus (1692-1776) and 
Johannes Roosevelt (1689-1733), the respective direct an- 
cestors of the President and Mrs. Roosevelt. Nicholas’ 
nephew, Peter De Reimer (1739-1814), also a silver- 
smith, was the maker of the sauce boat, which is a rare 
article in early New York silver. 

Earliest in date among the family plate is an excep- 
tionally fine tankard, made by Benjamin Wynkoop, bear- 
ing the initials of Johannes and Helytje Roosevelt, who 
were married in 1708. ‘The lid is engraved with 
Johannes Roosevelt’s cypher, or entwined initials, a char- 
acteristic feature of early New York silver. Johannes, 
who served as assistant alderman of New York City, 
1717-1727, and as alderman, 1730, until his death, was 
connected by marriage to Wynkoop, maker of the tank- 
ard. Mrs. Roosevelt is seventh in descent from Alder- 
man Johannes. 

Wynkoop’s son, Cornelius, was the maker of the bowl, 
which, according to family tradition, was made in 1726 
as the christening bowl of Isaac Roosevelt, great-great- 
grandfather of the President. Isaac, it is interesting to 





Courtesy of Gallery of Fine Arts, Yale University 


Silver christening bowl made by Cornelius Wynkoop for Isaac 
Roosevelt, great-great grandfather of the President. 
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Silver tankard made by Nicholas Roosevelt (1715-1769) in the Mabel 
Brady Garvan Collection, Yale University, and maker’s mark as shown 
on tankard 


note, was a prominent statesman, having been a member 
from New York of the Provincial Congress of 1775 and 
New York State Senator, 1786-90. 

It was for Isaac’s daughter Cornelia that the pair of 
tablespoons were made in 1786 by John Heath, at the 
time of her marriage to Dr. Benjamin Kissam, a noted 
Professor of Medicine and trustee of Columbia College. 

The shallow bowl by William G. Forbes was made 
for another daughter, Maria, who in the same year be- 
came the bride of Colonel Richard Varick (1753-1831), 
aide-de-camp to Washington, President of the Society of 
Cincinnati and later mayor of the City of New York. 

A large covered porringer made by John Brevoort 
(1715-1775) bears the initials of Harriet (Howland) 
Roosevelt, the third wife of James Roosevelt (1760- 
1847), assemblyman, 1796-7, alderman in 1809 and 
great-grandfather of the President. 



































Special Nor on the 


Famouu MOUNT VERNON Pattern 


Getting Enthusiastic Response 





On March 13th we announced new low prices on the 





a 


Mount Vernon pattern. Quickly was the good news 






spread to the dealers’ customers who own the pattern, 






and a very enthusiastic response has resulted, with orders 






mounting every day. 





Don’t miss this opportunity. It may not last long, for 





should the cost of silver bullion advance sharply we 






would be compelled to withdraw this special offer. 









Twenty-eight years has the Mount Vernon been on the 






market! It has held, and continues to hold, its owners’ 






favor—perhaps greater than any other pattern. Thousands 






and thousands of families have this pattern. They love 






it. They want more of it! And they'll buy more now if 






you will but tell them about these remarkable low prices. 






It’s being done. 







We believe we are at the turning point. That confidence 


is soon to be restored, and the public’s purse strings 






will be loosened for the first time in many months. 







Act now. Write today for full details. STERLING 925/1000 FINE 


ROGERS, LUNT & BOWLEN - GREENFIELD . MASS. 
olleweidiies 








N. B.—The Mount Vernon Pattern is NOT going to be discontinued. 9G. 























Jewelry Auction in New York Realizes $125,162 


About $125,162 was realized March 25 at an auc- 
on sale of jewelry held at the American Art Associa- 


ys Anderson Galleries, Inc., New York. Included in 


the sale were precious stones consigned by several estates 
and a number of dealers. 
The top price bid for a single piece at the sale was 


$18,000 paid by William B. L. Justin for a necklace of 


65 Oriental pearls weighing 490 grains. Mrs. A. M. 
Crawford paid $11,000 for an emerald-cut diamond ring 
with a stone weighing 12 carats. A marquise diamond 
ring with a stone weighing approximately 15 carats went 
to Harry Winston for $8,800. 

Other pieces included a ruby ring with a stone weigh- 
ing 12.91 carats. It went to H. T. F. Fowler for $4,000. 
Mrs. F. G. Storey gave $3,800 for a large diamond 
and emerald clip-brooch combination. Mrs. B. G. Jer- 
ome paid $3,500 for a wide diamond and emerald brace- 
let. A diamond bracelet went to G. Hasbrook for $3,200 
and R. Mesner paid $3,000 for a necklace of 99 Oriental 
pearls weighing 275 grains. A ruby and diamond brace- 
let was bought by R. Reinhart for $2,900. Miss E. 
M. Mason paid $2,800 for a pair of pearl earrings. 





Egbert B. Shepard 


Egbert B. Shepard, vice-president and secretary of 
Albert Lorsch & Co., 607 Fifth Ave., New York, and 
Providence, R. I., died Saturday March 25 from heart 
trouble at the Carlyle Hotel in New York. He was 
sick only one day. 

He was born in Providence, R. I., in May, 1874, 
where he got his early schooling. As a youth he was 
for a while with M. D. Rothschild, New York, and 
went with Albert Lorsch & Co. in 1890. As a young 
man, under the guidance of the late Alfred Krower, he 
learned the imitation and semi-precious stone business 
and became manager of that department of the Lorsch 
business. He acted as both a salesman and buyer and 
during his long career in the business made 25 trips to 
Europe. He spoke German and French and had a knowl- 
edge of Italian. 

When the business was incorporated in 1912, he be- 
came secretary, and, after the death of Albert Lorsch, 
became vice-president. 

Mr. Shepard was well and favorably known in the 
jewelry and gem trades and was a 32nd degree Mason 
and a member of the Shrine. He also belonged to the 
Turk’s Head Club of Providence. For years he divided 
his time between the Providence and New York offices 
of the concern. 

He is survived by his widow, a daughter, a brother, 
Clinton, who is associated with Albert Lorsch & Co. in 
Providence, and two sisters. 

The funeral was held in Providence, Tuesday, March 
28, and the burial was in that city. 





Gorham Launches Sustained Advertising Campaign 


A fine note of confidence is sounded by The Gorham Co.’s 
announcement that its 1933 advertising campaign for sterling 
carries a space appropriation 65 per cent greater than in 
1932. The new campaign has the enthusiastic support of 
the Gorham sales force, and the April full-page advertise- 
ment has been sent to all Gorham salesmen with a letter 
telling them how to merchandise the new campaign. 
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Each pen put up in a unique silver-toned gift box with mirror 
back reflecting its graceful lines . . . a packing of appeal and 


charm that marks this as distinctive among fountain pens. 





SPENCERIAN 
I'N-K-S-E°B 


Backed by 75 years experience 
in pencraft 






The pen with a visible supply of ink 
and positive worm-drive pump action 





. TO EMPTY TO Fit 
TURW KNOD TO THE LEFT INSERT PEN IN INK 
UNTIL PLUNGER 15 PUSHED WITH MID COMPLETELY 

ALU THE WAY DOWN IMMERSED TURN KNOB 
SLOWLY TO THE RIGHT 
UNTIL RESERVOIR FILLS 

















FEATURES: 


1. Extra large “glass clear” ink 
reservoir—double ink capacity. 









LIST PRICE 


~ 4.00 2. Heavy grain weight solid gold nib 
with hard iridium tip insuring end- 

less service. 3. Rolled gold clip and 

Trade band. 4. Three styles of points: Fine, 


Medium, Dome. 5. Colors: Gloss Black, 
Persian Onyx, Iridescent Pearl, and Con- 
nemara Green. 6. Guaranteed smooth 
writing service. 

Just as motorists insisted on dash- 
board gasoline gauges, so now are 
fountain pen users turning to pens 
that show how much ink is left! 


A scientifically constructed locking device 
prevents tampering with parts. Cylinder 
and rod are made of stainless steel, and 
sliding sections are lubricated with a carefully compounded 
lubrication that will not dry out. A turn to the left, a turn 
to the right, and the Spencerian INKSEE is filled to capacity. 
You'll want this wonderful new pen on your counter. It appeals 
on sight ... and it SELLS! Order direct from us. 


SPENCERIAN PEN CO. 
349 BROADWAY, N. Y. C. 


Discounts: 


1 doz. 40% off 
3 doz. 50% off 
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[* these abnormally difficult 
times, not alone for our 


industry but for all people, 


— 0210 10 10-———— 


we desire to voice the opti- 


mism which, partly because 








of recent developments, is 





helping us toward better 





things very sure to come. 


orn SSS. ——_—_— 


B. A. BALLOU & CO., INC. 
PROVIDENCE R. I. 





QUARTETTE 
OF STANDARD BOOKS 


OPHTHALMIC LENSES 


By Emsley and Swaine, distinguished English authorities. 


Dealing with theory and shop practice; 318 pages, 
numerous diagrams and useful tables; price, $4. 


PRINCIPLES AND PRACTICE OF 
PERIMETRY 
(Third edition, thoroughly revised) 
By Luther C. Peters 


A favorite text book for years; 280 pages, with dia- 
grams and colored plates; price, $4.50. 


RECENT ADVANCES IN 


OPHTHALMOLOGY 
By W. Stewart Duke-Elder 


Telling of research work in Ophthalmology and as- 
sociated sciences; hence it has much of at least indirect 
interest to optometrists; 406 pages, well illustrated; 
price, $3.50. 


OPHTHALMOSCOPY, RETINOSCOPY 
AND REFRACTION 


By W. A. Fisher 
290 pages, profusely illustrated; price, $3.75 


Order from 
THE OPTICAL JOURNAL & REVIEW 
239 W. 39th St., New York 
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Jewelry Style Trend 


(From Page 29) 


she declared, will continue to outsell every other ney 
piece of jewelry with link bracelets first and bangles next 

The deep cuff bracelet which started two years 20 
is being revived and in some individual flexible metals it 
will sell for dressy afternoon five-o’clock styles. In metal’ 
and combinations it will sell for sports. It is a very new 
way to trim the cuff of a sleeve and is being well received 

Brooches and clips will continue in popularity with 

the brooches gaining ground rapidly for fall wear. The 
brooch for sports wear is also gaining ground. 
» Attention was also called to new motifs, particula; 
emphasis being placed upon the feather which it was 
declared was the newest and most important. ~The 
feather receives its fresh importance from the fact that 
the feather boas,are to be worn even on daytime coats a5 
well as for evening clothes. It was suggested that the 
feather motif be used in rhinestones for afternoon and 
evening wear and that it should be made in metal for 
tailored wool daytime frocks, turned into a quill for tail- 
ored daytime clothes and made in rhinestone clips for the 
hair for evening wear. 

While the circle is not new, the speaker said that it 
appears in practically every new piece she has seen from 
new diamond jewelry to dress ornaments in white metals, 
The leaf motif in jewelry design is reappearing in the 
fashion spotlight and Miss Ellis was of the opinion that 
it should be made in bracelets for afternoon and evening 
wear with combinations of brilliants and semi-precious 
stones for afternoon and evening wear; in cut-out metal 
or metal and composition for sports wear and tailored 
wool dresses, and in a variety of the same media for belt 
buckles. 

The square, the horseshoe and the metal disc were 
suggested as designs to freshen lines. It was pointed out 
that the horseshoe is particularly interesting for it recurs 
again and again in all the jewelry fashions of the 1890's. 

In discussing necklaces, it was suggested that the choker 
of brilliants and white metal be continued, with the center 
ornament heavier. Chokers, it was said, could be made 
in new stone color combinations and all metal. 

It was suggested that the 18-inch. pendant necklace be 
introduced as well as the festoon necklace which can be 
found in photographs and sketches from the 1890 to 1905 
period. These should be promoted with the “fussy” eve- 
ning dresses. Some necklaces of mother-of-pearl in cos 
tume jewelry were suggested. ; 

There is one type of necklace that should be promoted 
in beads for the summer and in flexible metal later in the 
fall. This is the wide, flat yoke necklace. It fits on the 
top of the frock like a yoke and connects with the dress 
itself as if it had been made to fit on to it. 

Drop earrings are reported to be rapidly coming back 
into the fashion picture, sometimes as extremely long as 
five inches. "The popular length will be between two 
and three inches. Drop ball earrings set just below the 
ear are extremely smart and button earrings continue to 
be worn. 

Scarf pins will continue to sell for fall and winter for 
sports clothes. They are practically always of metal 
though some may be made of brilliants and white metal. 

While the sale of rings will not be as heavy as it has 
been in the past, Miss Ellis was of the opinion that the 
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new heavy modern type rings for sports wear will be a 
new outstanding item and the individual large pearl ring 
in a new high setting should prove a good fashion selling 
item. Hair clips will have increased sales and new ones 
should be introduced into the line. 

After Miss Ellis had delivered her main talk based 
upon the Bulletin, models came out one at a time 
dressed in fashionable gowns. These models were 
adorned with the correct items of jewelry and each model, 
following her turn in the spotlight, walked down one aisle 
and up the other to give the audience a closer view of the 
jewelry. In all about eight or 10 models participated. 

The meeting was planned and directed by the style com- 
mittee of the association under the chairmanship of John 
J. Collins, of Ostby & Barton Co. Other members of 
the committee are: Earl H. Ashley of Hoffer-Ashley, Inc. ; 
Lawrence E. Baer of Baer & Wilde Co.; Arthur Bates 
of the Evans Case Co.; Kenneth Clapp of John F. Allen 
& Sons; Leonard I. Lamb of R. F. Simmons Co. ; Sturgis 
C. Rice of Whiting & Davis Co.; William A. Shawcross 
of Moroe Block Co. and James V. Toner of Saart Bros., 
ex-officio. 


Banquet of N. E. M. J. and S. A. a Big Success 


ProvipENCE, R. I., March 1—‘It is the policy of the 
New England Manufacturing Jewelers’ and Silver- 
smiths’ Association to carry on to the best of its ability, 
no matter what the times or conditions may be,” said 
President James V. Toner in opening the postprandial 
program at the 45th annual banquet held in the Coloniai 
ballroom of the Providence-Biltmore Hotel, on Saturday 
evening, Feb. 25. Harold Sweet acted as toastmaster in 
place of E. C. Mayo, who was unable to get here in times 
for the banquet. 

Governor Theodore Francis Green, the recently in- 
augurated Chief Executive of Rhode Island, paid a high 
tribute to the jewelry industry and to the men who are 
engaged in it. He also told of the great value the Rhode 
Island School of Design is to the industry through its thor- 
oughly and excellently equipped jewelry and silversmith- 
ing department. 

H. V. Kaltenborn, New York newspaper man and 
well-known speaker over the radio, made the principal 
address of the evening. ‘The keynote of his address was 
international cooperation, confidence and good will. 

The only comedy element of the evening was afforded 
by “Dr. Alexander Andrews,” who was introduced as a 
Scottish scientist, who has been making a survey of the 
United States and was invited to give his impressions of 
the country, its people and their customs. The keen 
satire and poignant wit kept the gathering in an uproar. 

William J. Gow was chairman of the banquet com- 
mittee. 


Transfer of the Lynchburg store of Schneer’s, jewelers, 
817 Main St., Lynchburg, W. Va., to C. W. Bowen, 
who has been manager of the store for the past seven 
years, has been announced. Mr. Bowen will continue to 
operate the type of store that has been operated under the 
Schneer management. He has had 20 years’ experience 
in the jewelry business, being formerly with Kay Jewelry 
Co., Washington and Square Deal Miller Jewelers, De- 
troit, Mich. 
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GOLD BROS. 


Manufacturers of 


NOVELTIES IN 
GOLD & PLATINUM 

















Combination corkscrew, bottle @pener, knife and key; made in 
14 K. White, Green, Yellow Gold; Platinum. Also Sterling. 


Vanity Cases Garters Knives 
Dorine Boxes Buckles Bracelets 
Lipstick Holders Bill Holders Key Holders 
Hand Mirrors Bill Clip & Pencil Key Chains 
Mirror & Comb comb. Charms 
combination Knife, Key & Pencil Pill Boxes 
Photo Albums comb. Combs 
Miniature Lockets Card Cases Lighters 
Cigarette Cases Mono. Crystal Cuff Match Boxes 
Cigarette Holders Links Tie Clips 


Check Book Holders Long Snake Chains Suspenders 
ALSO SPECIAL ORDER WORK 


7-11 West 45th Street New York, N. Y. 
Tel. BRyant 9-3174-5 




















SPRING! 1933 


TIME TO SOW SEEDS 
FOR NEW BUSINESS 


How about soliciting your local clubs, etc., 
for Trophy orders— 
(We have samples and stock for you) 

and 

Featuring silver plated flatware for Easter— 

(We have some specials worth asking about) 
and 
Filling your window with cups and rattles 


for the neighborhood babies. 


(See illustrations in our catalog) 


STOP WAITING—IT’S TIME TO GET 


BUSY 
J. W. JOHNSON 
14 MAIDEN 1 W. 47th 
LANE STREET 


NEW YORK CITY 
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There’s a 
new spirit 
today in 
Ameriea 


earries on in that spirit 
with merehandise that is 
new—appealing—honestly | 
made—consistently priced. 


CEM, Robbins & Co. 


ESTABLISHED 1865 


136 West 52nd Street New York City 
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Jewelry Trade Gets Gold 


Regulations of Treasury Department Permit Use of Metal in the 
Arts Under Reasonable Restrictions 


WASHINGTON, D. C., March 20—Under regu- 
lations issued by the Treasury Department, the jewelry 
trade of this country, together with other lines in which 
gold is used in manufactures or in the arts, is in a posi- 
tion to receive gold up to its normal wants, and this 
condition is not likely to be disturbed by further regula- 
tions or any licensing system that may be put into effect. 

When the proclamation of President Roosevelt was is- 
sued restricting the handling of gold, its export or the 
making of payments therein, representations were made 
to the Treasury officials explaining the situation of the 
jewelry trade, and the necessity of permitting gold to 
continue in the hands of our industry if employment was 
not to be greatly decreased. G. H. Niemeyer of Handy 
& Harman, who acted as spokesman for the industry, 
laid the full facts before the Treasury Department, ex- 
plaining how gold was needed to keep various industries 
going, not only the jewelry trade, the gold pen and watch 
case manufacturers, but also in the optical trade, the 
dental trade, among goldbeaters and others. It was 
pointed out that gold used in the jewelry trade was not 
lost but simply changed in form and was available at 
any time. 

Immediately thereafter, on March 10, announcement 
was masle by Secretary of the Treasury Woodin that the 
restrictions of the department would not prevent gold 
being available for normal use in the industrial arts. Ar- 
rangements were made by which gold was available under 
temporary restrictions, though these, it is believed, will 
be changed very soon into a more permanent form. 

As Mr. Niemeyer pointed out to the jewelry trade, 
“while our government is anxious to cooperate with the 
gold using industries and our country’s stocks are en- 
tirely adequate, it should be clear to all that any and 
all attempts to overstock must be discouraged, otherwise 
it is conceivable that further restrictive legislation is at 
least possible.” 

On March 14, Secretary of the Treasury issued the 
following order: 

“Pending the determination by the Treasury 
Department of a suitable procedure for licensing 
the delivery of gold for use in trade, profession or 
art, Federal Reserve Banks are hereby authorized 
to deliver, upon request therefor, gold in amounts 
deemed by such banks to be reasonably required 
for legitimate and customary uses in trade, pro- 
fession and art provided such request is accom- 
panied by affidavit of the person requesting such 
gold stating the amount of manufactured gold on 
hand and the facts making it necessary to obtain 
such gold for the purpose of maintaining employ- 
ment. All banks licensed to open for usual and 
normal functions are permitted to carry out any 
transaction necessary to complete the delivery of 
any gold authorized by any Federal Reserve Bank 
to be delivered in accordance with such request.” 
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Application of the manufacturer must be made to the 
local Federal Reserve Bank on the form which shows 
that the applicant. applies for withdrawal of gold bars 
not in excess of a particular amount, the same form 
containing a certification or sworn statement as to the 
amount of unmanufactured gold that the applicant had 
on hand and the statement that the gold applied for is 
necessary for the purpose of maintaining employment. 
He must then give in full the reasons why he needs the 
new gold. The application must be sworn to before a 
notary public. 

Under the present regulations, gold manufacturers 
in New York, Newark, Providence and other jewelrv 
centers have been obtaining the gold that they needed and 
though the restrictions have borne hard on some refiners, 
it is believed that the difficulties in these cases will be 
cleared up shortly. 





‘New England Factories Temporarily Hampered by 
Gold Restrictions 


PROVIDENCE, R. I., March 20—As a result of 
the national bank moratorium, manufacturing jewelers 
of this city and the Attleboros, especially those engaged 
in the production of gold lines, were for a short time 
seriously handicapped by their inability to obtain gold 
from the banks with which to continue operations. Sev- 
eral of the concerns were forced to close their factories 
temporarily. But after a week’s anxiety because of the 
strict Federal embargo on withdrawal of ggld, the jewel- 
ers were granted permission to secure necessary supplies. 

The trade estimates that 50,000 persons in Rhode Is- 
land and the Attleboros are dependent, directly or in- 
directly, upon the jewelry industry. Approximately 95 
per cent of the nation’s jewelry in the lower price class 
is manufactured in these New England centers. The 
use of gold is essential in practically all jewelry plants. 

Local manufacturers With the aid of the New Eng- 
land Manufacturing Jewelers’ and Silversmiths’ Asso- 


' ciation were successful, however, in securing normal sup- 


plies, Executive Secretary Edward O. Otis, Jr., was able 
to announce to the trade. The association received the aid 
of the Treasury Department at Washington through the 
cooperation of Senators Metcalf and Hebert of Rhode 
Island and Congressman Joseph W. Martin of the Attle- 
boro District of Massachusetts. 

The present economic situation, however, is reported 
as producing favorable effects for the manufacturers of 
gold and silverware. 





Jewelers are asked by the Detroit police to help try 
to find the owner of a woman’s diamond ring in a 


platinum mounting. The diamond weighs 1.05 carats, 
with 12 small diamonds and 14 blue sapphires. The 


number on the inside of the ring is 1700. It is size six. 

















Believes in backing up 
its Products...its Dealers 


Year after year, dominating ad- 
vertising has helped Telechron 
lead the electric clock industry. 
1933 is no exception. During the 
spring months, Telechron adver- 
tising will appear in The Saturday 
Evening Post, House and Garden 
and other leading magazines. 

This year’s advertising has an 
exacting job to do. Current price- 
hysteria has flooded the market 
with cheap, poorly constructed 
electric clocks of all kinds. Many 
purchasers, finding them unde- 
pendable and short-lived, have lost 
faith in all electric time. To them, 
Telechron &dvertising says in 
substance: 

“In electric time, as in every- 
thing else, you get just what you 
pay for. The cheapest clock is 
expensive junk, when it stops run- 
ning. Motors keep time, not cases 
or price tags. Buy Telechron, and 
be sure of fine materials, honest 


workmanship, faithful service.” 


Warren TeELecHRON Company 

34 Main Street, Ashland, Mass. 

[-] Please tell me what Telechron can do 
for me. 

[] Please send me the Telechronicle, 
which gives helpful hints about sell- 
ing Telechron Clocks. 


Name 





Address 











No. 3F51 — Clever little clock with black com- 
position case and gold-finished trim. 43%” high. 
Retail price, $3.95. 

If you’re tired of shoddy mer- 
chandise, if you’d like to stock 
clocks you can sell with confidence 
and pride and profit, just auto- 


graph the coupon in the corner. 











No. 2F01— Wall model for kitchen or bath. 
Chrome case, with moulded bezel in colors. 534” 
across. Retail price, $4.75. 





(Reg. U. S. Pat. Off. by Warren Telechron Co.) 
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“MINITMASTER” is new, novel, ingenious. It 

measures minutes as a speedometer measures 

miles. 634” high. Illuminated face. Retail price, 
$9.95. 


Hollywood Jeweler 


features 


“MINITMASTER?” 


Strasburg’s, of Hollywood, Cali- 
fornia, is one of the outstanding 
West Coast jewelers. Located in the 
shopping center of famous Holly- 
wood Boulevard, the Strasburg store 
boasts “over a million satisfied cus- 
tomers,” features ‘‘nationally adver- 
tised merchandise at nationally 
advertised prices.” 


This month, Max Strasburg is 
staging an intensive sales campaign 
on the entire Telechron line, with 
‘‘Minitmaster,’ shown above, as 
leader. Large advertisements are 
appearing in local newspapers. His 
own window and the windows of five 
empty stores, up and down the Ave- 
nue, have been filled with effective 
Telechron displays. 2000 Telechron 
circulars were mailed to the movie 
colony. 

By well-planned promotional ac- 
tivities for well-made, well-known 
Telechron Clocks, Strasburg’s and 
other alert jewelers everywhere are 
reaping really profitable profits 
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Decides Suit Over “Rogers” Trademarks 


U. S. Court at Utica sustains some claims of both litigants 
—Decree to be entered and an appeal is probable 


Urica, N. Y., March 27—Judge Cooper in the United States 
District Court in this city recently rendered a decision in the 
guit of the International Silver Co. against Oneida Com- 
munity, Ltd., involving the right of the use of the trade name 
“Rogers” and also on the counterclaim of the Oneida Com- 
munity, Ltd., alleging unfair competition on the part of the 
International Silver Co., based on letters and announcements 
tothe trade. This action, the trial of which closed on May 20 
last, is considered a most important one in the silver trade 
as it is the culmination of the suits involving the use of 
“Rogers” trademarks on silver that have been going on for 
the past half century. 

But the decision of Judge Cooper rendered Feb. 21 is a long 
one covering over 46 pages and is reported to be wholly sat- 
isfactory to neither side. It goes into a discussion of all the 
evidence and of the various contentions and though it finds 
that the International Silver Co. was a direct successor of all 
the so-called Rogers firms and owner of the original “Rogers” 
trademarks, such as “(Star) Rogers & Bros.”, “1847 Rogers” 
“Wm. Rogers Mfg. Co.”’, “(Anchor) Rogers (Anchor)”, it, 
nevertheless, gives validity to the trademarks and names of 
Wm. A. Rogers, Ltd., and Simeon L. & Geo. H. Rogers, which 
concerns were purchased by the Oneida Community. It holds 
that the evidence of the widespread sale and reputation of 
“Rogers” goods does not go to the extent of showing that 
“Rogers” goods necessarily must be the plaintiff’s goods only. 

The discussion of this part of the case is so elaborate that 
it is hard to tell exactly what relief Judge Cooper intends 
to give either side until the final decree has been rendered. 

In his decision Judge Cooper denies the claim of the plaintiff 
as to a secondary meaning of the word “Rogers”, but says: 

It does not follow that because plaintiff has failed to establish such 
secondary meaning for the word “Rogers” plaintiff has not a superior 
right to the use of the word. Plaintiff’s predecessors were making 
“Rogers” goods for many years and had built up a name for excellence 
of product before Wm. A. Rogers began business in 1894. The latter 
was in the position of a second comer, at least in 1894, and the acts and 
conducts held herein to bar the plaintiff from now litigating what it 
might have litigated years ago do not go to the extent of giving de- 
fendant equal rights to the use of the word “Rogers” on silverware. 

Defendant has only such rights to the use of the word “Rogers” as 
fiow from the right of Wm. A. Rogers to use his own name and trade 
marks in the business and such additional rights as its predecessors ac- 
quired by long continued use of the name and additional marks which 
plaintiff is barred from now attacking by reason of its laches, acquiescence 
and possibly estoppel. That plaintiff’s Rogers goods are and have always 
been better known than those of defendant must be accepted as a fact. 
No conduct on the part of the plaintiff has given defendant an equal 
right to, or equal property in, the word “Rogers.” 

The defendant, he says, has only such limited rights as its 

predecessor, Wm. A. Rogers, Ltd., had, and a right to sell 
its inferior initial lines as “Rogers” is not one of its rights. 
However, he says the contention of the plaintiff that it has 
suffered by some acts of unfair competition both by the initial 
lines and those with the word “Rogers” and a trademark 
stamped thereon under the old name of “Wm. A. Rogers Ltd.” 
and “Simeon L. & Geo. H. Rogers Co.” when, in fact, such 
concerns do not exist, is not well founded except as to the 
initial lines. It follows, therefore, that the defendant is within 
its rights and may sell its goods as Rogers goods and has the 
right to designate these goods as “Rogers” goods so long as it 
does no more and does not represent them as plaintiff’s “Rogers” 
goods or induce his customers to do so. 
As to the defendant’s counterclaim for relief against the 
circulars issued by the International Silver Co., Judge Cooper 
holds the plaintiff should be enjoined from stating to the trade 
that it is the only manufacturer whose wares may be legally 
advertised as the real “Rogers” goods and also from stating 
that selling the defendant’s goods bearing the name “Rogers” 
and the defendant’s registered trademarks (other than the in- 
itial lines) is unfair competition, or that any one will be in 
contempt of court for selling such goods as “Rogers” goods. 

The opinion while giving each side the right to use the word 
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on “genuine” Rogers goods holds that the plaintiffs are 
guilty of no unfair practices in advertising their wares as the 
original Rogers silverware. However, the plaintiff may be en- 
joined from asserting that it is the “only” maker of “Rogers” 
goods or the makers of “real” Rogers goods, unless it limits the 
statement by: excepting “Rogers” goods made by the defendants 
as successors of Wm. A. Rogers Ltd. 

As said before, the exact meaning of the decision can only 
be determined when the final decree is passed upon by Judge 
Cooper. Argument on settling this decree was started March 
24, in this city, the attorneys for both sides submitting their 
claims. The decree was not settled when THE JEWELERS’ Cir- 
CULAR went to press. It is believed an appeal will be taken 
when it is entered. 





Design Patent Suits Started Over Double Row 
Diamond Rings 


Claiming infringement upon their Design Patent No. 
87097 for a ring featuring a double row diamond circlet 
with any side design, J. R. Wood & Sons, Inc., of Brook- 
lyn, N. Y., have filed a suit against Abelson’s, Inc., of 
Newark and East Orange, N. J., who sold rings, which 
it is claimed by the Wood concern embodies an in- 
fringement upon their patents. 

The complaint was filed in the United States Court 
for the District of New Jersey at Newark, on Jan. 23, 
1933, with the Bristol Seamless Ring Co., and Shiman 
Bros. & Co., Inc., of New York, both joining Abelson’s 
as co-defendants in the suit. 

A similar complaint was filed by J. R. Wood & Sons, 
Inc., against Stuart’s Diamonds, Inc., of Jersey City, 
N. J., in the United States Court at Newark, on No- 
vember 17, 1932, in which it was claimed that a ring 
sold by Stuart’s was an infringement on the Wood pat- 
ent. A consent decree in which the defendant admitted 
the patent claims of J. R. Wood & Sons, Inc., was re- 
cently entered, and further proceedings in this case were 
dropped. 


Death of O. P. Noisom, Followed By That of His Wife 


A romance born more than 50 years ago in far off 


‘Norway was brought to an earthly close Sunday night 


when Mrs. Ingaborg Noisom stooped, kissed the lips 
of her husband, Ole Peter Noisom, who had just passed 
away, went to an adjacent room, swallowed poison, and 
died a few minutes later. 

Mr. Noisom died at 6:40 p. m. in his home, 729 
North Cushing Street. Mrs. Noisom died at 7:05 p. m. 
in Epworth hospital where she had been rushed in an 
effort to save her life. 

Present in the home when death came to Mr. Noisom, 
a widely known South Bend jeweler for 40 years, were 
his son, Charles John Noisom, his daughter, Miss Jen- 
nie Noisom, and two nieces, Mrs. Floyd (Anna) Teet- 
ters, and Mrs. John (Thora) Gustafson. 

M. Noisom was born in Gulbransdalen, Norway, 
Nov. 18, 1859. Mrs. Noisom was born in Eiverum, 
Norway, Dec. 11, 1860. 
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Jewelers Suffer Slight Earthquake Damage 





Stores in Long Beach, Huntington Park and Compton Have Been 
Reopened — Los Angeles Establishments Escape Unharmed — 
Huntington Park Merchant Injured 





Los ANGELES, CAL., March 16— 
Jewelers of Southern California are re- 
joicing at their escape from injuries, 
both physical and personal, as a result 
of the earthquake which visited the 
several towns between this city and the 
Pacific Ocean. In Los Angeles there 
was scarcely any damage, a few build- 
ings being twisted and shaken by the 
earth shocks, which commenced Friday 
evening, March 10, about 6 o'clock, and 
continued until Wednesday, March 15. 
The first tremor was the heaviest and did 
the bulk of the damage which, however, 
was much less in amount than the first 
accounts given in the press. Long Beach 
suffered the worst, with Huntington 
Park and Compton following with much 
less damage. Building and _ reconstruc- 
tion were immediately begun and will 
soon be completed, with the exception of 
the structures which collapsed or were so 
weakened that the city authorities had 
them condemned. 

Jewelers throughout Southern Cal- 
ifornia feel. much sympathy for the 
family and friends of C. L. Runyon, 
6362 Pacific Boulevard, Huntington 
Park. Mr. Runyon was about to enter 
a drug store to get some medicines, just 
before closing time, and was caught in 
the first quake which happened about 
5.55 o’clock, Friday, March 10. He was 
knocked unconscious by falling masonry 
and besides minor bruises suffered a 
fractured skull. At this writing he is 
beginning to show improvement and it 
is the belief of his physicians that he 
will recover. His store was slightly 
damaged, being situated in one of the 
buildings which did not collapse. No 
loss was sustained to his merchandise. 
The other stores in Huntington Park 
which suffered slight damages were 
those of R. W. Wilson, 8019 Seville 
Ave., Southgate; George D. Parr, James 
Podmore, 6315 Pacific Blvd.; Raff Jewelry 
Co., C. C. Lewis Jewelry Co., and Muel- 
ler & Co. The latter firm is for whole- 
sale only. All stores were closed until 
Wednesday morning, March 15, except 
Podmore, which opened Thursday, March 
16. 

Compton, adjoining Huntington Park, 
was struck a little heavier than the Park 





district, as the buildings suffered greater 
damage. The store of G. R. Finley, 170 
East Main St., Compton, was put out of 
business for a few days while that of 
Aeleigh Kerr, 247 E. Main St., also suf- 
fered a loss, although neither were in- 
jured personally. 

Long Beach was the hardest hit of all 
but the jewelers did not suffer any loss 
to steek with the exception of a slight 
amount of bric-a-brac being cracked or 
demolished. The buildings in which 
most of the jewelry houses are located 
are strongly built of riveted steel girders 
and while the structures were consider- 
ably twisted, no great injury to goods 
were recorded. At the store of C. C. 
Lewis Jewelry Co., 201 Pine St., the sev- 
eral five-ton safes were slewed around 
and some of the articles on the counters 
were moved about but there were no real 
losses. Others in Long Beach which were 
halted in business for a short period but 
who sustained only a small amount of 
physical damage are S. J. Newton, 340 
Pine St.; G. B. Proctor, 123 West Pike, 
Ocean Front, at the foot of Pine St., 
where the force of the quake centered. 

In Los Angeles there was practically 
no damage or hindrance to business 
among the jewelers with the sole excep- 
tion of the George D. Davidson Jewelry 
Co., 445 South Spring St. The store had 
to be closed by city orders as a building 
adjoining had been severely wrenched 
and slightly damaged; enough, however, 
to compel the vacating of the structure 
until it could be placed in a safer con- 
dition. 

Windows were broken and the front 
of the store of William C. Lorentz, Santa 
Ana, was damaged. Other jewelry stores 
in Santa Ana suffered slight damage. 

At Watts, Cal., Oppenheim’s store was 
so badly damaged that he is moving to 
another city. Chris Ham’s store was 
slightly damaged. 


Los ANGELES, CAL., March 18.—The 
latest report indicates that the condition 
of Clarence Runyon, Huntington Park 
jeweler who was injured during the 
earthquake, is more hopeful. 

In Compton there is a large Oil Exposi- 
tion Building which is being used as a 
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business district. Every business house 
has a booth and included among these 
merchants is George Finley. 

On all sides reports are heard of the 
generosity of the wholesale houses which 
have offered to supply the jewelers who 
have suffered loss of stock with merchan- 
dise on memorandum. 


Directors of Manufacturing Jewelers 
Board of Trade Increased 


PROVIDENCE, R. I., March 22—At a 
meeting of the active members of the 
Manufacturing Jewelers Board of Trade, 
held on March 17, the constitution and 
by-laws were amended by increasing the 
number of directors from 24 to 30. 

The meeting of the directors was held 
immediately following the meeting of the 
members and the following six directors 
were elected to the Board: Howard L. 
Carpenter, Albert Walker Company, 
Providence, R. I.; Alexander E. Arns- 
stein, Arnstein Bros. & Co., New York; 
Henry Jacobson, Jacobson Brothers, New 
York; Albert E. Levy, England, Klein & 
Levy, Inc, New York; W. Waters 
Schwab, J. R. Wood & Sons, Inc., Brook- 
lyn, N. Y.; Herbert Ollendorff, I. Ollen- 
dorff Co., Inc., New York. 


New York State Retail Jewelers to 
Hold Regional Meetings 


Plans are under way by the New York 
State Retail Jewelers’ Association to hold 
four regional meetings during April. 
These meetings will be held as follows: 
Utica, April 17, Hotel Martin, 6.30 p.m.; 
Mt. Vernon, April 18, The Knolls, Elm 
St., 7.30 p. m.; Poughkeepsie, April 19, 
Hotel Campbell, 6.30 p. m.; Newburgh, 
April 20, Palatine Hotel, 6.30 p. m. 

The main address at the meetings, 
entitled “Star Boarders,” will be given 
by Charles P. Coster, Rochester, N. Y. 
This address was one of the feature ad- 
dresses given at the national convention 
at Boston last Fall. Mr. Coster is a 
retail jeweler and his viewpoint of the 
possible solutions of some of the jewelers’ 
problems of today is of interest. Presi- 
dent Campbell and vice-president Feld- 
man will also speak briefly. Other state 
and national officers will be present at 
these meetings which will interest any- 
one who works in a jewelry store. In- 
vitation is extended to all jewelers 
whether members of the State Associa- 
tion or not. 

Mr. Coster’s address was published in 
Tue Jeweers’ CircucaR a few months 
ago. 
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Oklahoma Retail Jewelers to Hold 
Annual Convention April 9 and 10 


OKLAHOMA City, OKLA., March 10—At 
a called meeting of the advisory commit- 
tee of the Oklahoma Retail Jewelers As- 
sociation held at the Biltmore Hotel in 
this city, a resolution was adopted setting 
the convention dates this year for Sunday 
and Monday, April 9 and 10. 

. W. Owsley, Chickasha; Frank 
White, Guthrie; and N. C. McCoy, Cush- 
ing, were appointed a committee on hotel 
arrangements and a _ resolution was 
adopted reducing the assessment dues for 
this year to $5 from the former $10 as- 
sessment. Headquarters for the conven- 
tion will be at the Biltmore Hotel. 

A programme and other convention de- 
tail will be worked out by a committee 
to be selected at a meeting to be called 

. in the immediate future. 





National Association of Credit 
Jewelers Watching State 
Legislation 


Cuicaco, March 3—The National As- 
sociation of Credit Jewelers is active in 
watching the bills in the various state 
legislatures now in session which in any 
way affect instalment sales. These meas- 
ures relate particularly to modification of 
the law relating to garnishment and re- 
possession of property. They also have 
notified their members to watch carefully 
for action on state taxes and amendments 
to the laws relating to optometry. 

According to the bulletin sent to mem- 
bers, the association is ready and willing 
to help the credit jewelers in each state 
combat these laws and asks only that 
members advise the association if such 
laws are being contemplated. 

Legislation referred to particularly in 
the Bulletin of the association includes the 
bills in the Ohio legislature referring to 
salary assignment; in the Michigan legis- 
lature relating to garnishment, exemption 
before judgment, etc., and two tax bills, 
while the Illinois legislature is consider- 
ing a tax bill similar to that passed in 
Indiana. 


Spring Exhibition of Providence Trade 
School Jewelry Design Class 


ProvipeNcE, R. I., March 20—The 
spring exhibition of the jewelry design 
class of the Providence Trade School 
of which Laurence M. Bayan is class 
director and John B. Highland, school 
principal, was held at the school on 
Bridgham St. last week being open to the 
public on Thursday and Friday evenings. 

The jewelry design class, which is 
made up of workers in local jewelry 
factories who are seeking to better their 
condition by evening study, has been 
larger during the past winter than in 
any year since the class was organized, 
four years ago. Under the instructions 
of Mr. Bayan, these pupils have spent 
four evenings each week, since October, 
in learning the principles of design and 
its practical application. The work of 
the class, attractively displayed, gained 
approbation from the large number of 
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visitors including many owners and heads 
of jewelry plants of this city and vicinity. 

Following the usual custom, prizes were 
awarded for proficient work. The ex- 
hibit was inspected and the prizes 
awarded by the following judges: Henry 
S. Joyce, of the Ostby & Barton Co.; E. 
Adelman, of the Brier Mfg. Co.; and 
Miss M. E. Farrell, of Harvey & Otis. 
Three gold and one bronze medals were 
awarded for proficiency and two gold 
rings for attendance, each of which are 
to be suitably engaved by Harvey & 
Otis. The awards were as follows: 

First prize, donated by Vincent Sorren- 
tino, of the Uncas Mfg. Co., to Cesarina 
Conte. 

Second prize, donated by Benjamin 
Brier, of the Brier Mfg. Co., to Walter 
Kuntzmann. 

Third prize, donated by J. Harry Fos- 
ter, of the Foster Mfg. Co., to Harry G. 
Anderson. 

Fourth prize, donated by the Abbott- 
Beeber Co., to Robert A. Blythe. 

Rings, donated by the Ostby & Barton 
Co., for the best attendance records, to 
Frank Dinezzo and Rosaline Salvatore. 





Broadcast on Pearls at Buffalo Pro- 
duces Good Publicity in the 
Gem Industry 


BuFFALOo, March 1—Last Sunday, Feb- 
ruary 26, Harry C. McCormack, vice- 
president of T. C. Tanke, Inc., delivered 
a most interesting lecture on “Pearls, the 
Gems of the Sea’? which was sponsored 
by the Courier-Express of this city and 
broadcast over Station WKBW at 5:30 
p-m. The speaker told how pearls had 
intrigued the imagination of all people 
from time immemorial, gave details of 
how they are recovered from the sea, 
how marketed and sold and also went 
into an explanation as to their use in 
jewelry and told about some of the beau- 
tiful forms in which they have appeared. 
The lecture was acclaimed as most inter- 
esting by both jewelers and the public 
who listened in, and is believed to have 
had a stimulating effect upon the jewelry 
business generally. 

In connection with the publicity sur- 
rounding this lecture, which helped the 
jewelry trade, last Sunday’s Courier-Ex- 
press just prior to its delivery, gave a 
full page in its rotogravure section to 
the announcement of the broadcast with 
interesting illustrations. These showed 
pictures of the pearl fisheries, of native 
pearl sorters, of Parisian buyers weigh- 
ing the pearls taken from the natives, 
of strings of pearls as they are sent to 
the market and a large number of groups 
of pearls as they come in various shapes 
and sizes and some interesting pieces, 
such as the Hope pearl weighing 1800 
grains ‘(which was reproduced in actual 
size) also loose pearls from the various 
fisheries and a necklace of fresh water 
pearls and a picture of the crown of the 
late Russian czarina which, with its 
pearls and diamonds, was at one time 
reputed to be worth $10,000,000. 

An announcement of Mr. McCormack’s 
lecture accompanied the pictures together 
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with a statement that the photographs 
were publishec by courtesy of T. C. 
Tanke, Inc. 


Diamond and Precious Stone Imports 
During January 


WASHINGTON, D. C., March 8—Dia- 
mond imports during January amounted 
to but $559,298 of which the rough or 
uncut was valued at $63,063 and the dia- 
monds cut but not set, $496,235. 

During the same month, we imported 
pearls valued at $14,438, cut precious 
and semi-precious stones valued at $23,- 
708, imitation gems of $77,349 and beads 
and other imitations not classified, $83,- 
525. 





All Articles of Precious Stones 
Subject to Jewelry Tax 


WasHincTon, D. C., March 3—The 
Bureau of Internal Revenue has ruled on 
the scope of the jewelry tax in connec- 
tion with articles made of precious stones. 
The Bureau says: 

“Advice is requested covering the tax- 
ability, under section 605 of the Revenue 
Act of 1932, of ash trays and similar arti- 
cles made of semi-precious stones. 

“The tax attaches to all precious or 
semi-precious stones, whether real or imi- 
tation, cut or uncut, whether drilled, 
mounted, matched, or carved and regard- 
less of whether the articles produced are 
classified as articles of jewelry. 

“Therefore, ash trays and similiar arti- 
cles made of semi-precious stones are sub- 
ject to the tax when sold by the manufac- 
turers, producers, or importers thereof for 
$3 or more. 

“The tax attaches to all sales of such 
articles made of semi-precious stones or 
imitations thereof, regardless of whether 
they are subject to duty under the customs 
laws.” 





Aged Jeweler Victim of Brutal Attack 


PROVIDENCE, R. I., March 20—George 
W. Gerlach, 72-year-old retail jeweler, at 
76 Empire St., was the victim of a brutal 
attack by a “snatch” thief recently. The 
thief entered the store and after looking 
over a tray of rings, seized eight of them 
valued at $155.50 and started for the 
door. As Mr. Gerlach attempted to in- 
tercept him the thief tripped the aged 
man, whose head crashed through the 
glass front of a show case. As the 
jeweler lay on the floor his assailant 
kicked him in the head. 

As the thief fled, his victim crawled to 
the door and with blood streaming down 
his face attempted to pursue. His ap- 
pearance attracted attention and the thief 
was soon captured. 

In court the following morning the man 
was given eleven months each on charges 
of assault and larceny to run consecutive- 
ly. Mr. Gerlach was treated at the hos- 
pital for the numerous cuts about the face 
and head. 





J. William Hull will take over Cassell’s 
jewelry store, Westminster, Md., April 1. 
Mr. Hull has been in the jewelry business 
for the past 35 years. 








ALBERT 
RAMSAY 
& CO., Inc. 
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We are the Largest Im- 
pogters of Rough Star 
Rubies, Star Sapphires, 
Rubies, Sapphires and 
Emeralds. 


Always a Fine Selec- 
tion in Stock 


ALBERT RAMSAY 


40 Years Cutting Gems 


Author of the book entitled 
"In Search of the Precious 
Stone." A letter will bring 
you one. 


CHIVOR 
EMERALD MINES 


Colombia, South America, 
Where all the finest 
Emeralds are Mined. 


We are the sole Cutting 
and Selling Agents for this 
Mine. 


Just what you want in 
Rough and Cut. 





A 


Albert 
Ramsay & Co., Inc. 


QW. 47th St. 
New York 








Robbers Hold Up Clerk and 
Loot Jewelry Store 


Miami Beacu, Fia., March 8—Police 
are searching for two unmasked robbers 
who rifled the safe of the Richter Jewelry 
Co., escaping with gems valued at sev- 
eral thousand dollars. 

George Jacobson, the salesman, told 
police he was alone in the store when 
the men entered on pretext of seeking 
repairs for a watch. Both men were 
armed, he said. 

Jacobson’s cries after being placed in 
a closet attracted the attention of a 
woman residing in an apartment above 
the store and she called the police. 





Committee Report on Recent Ex- 
hibition at Rhode Island School 
of Design 


PRovViDENCE, R. I., March 10—The com- 
mittee appointed to pass upon the merits 
of the recent exhibition held at the Rhode 
Island School of Design has rendered its 
report lauding the exhibition and giving 
recognition to the individual designers 
whose work was displayed. This commit- 
tee consisted of Royal B. Farnum, direc- 
tor of education at the school, L. Earle 
Rowe, director of the museum, and Wil- 
liam E. Brigham, former head of the de- 
sign department. This committee de- 
clared that “the display showed conclu- 
sively the value of the designer and the 
important part he plays in the industrial 
development of the community.” 

All projects on display were found to 
be meritorious from the viewpoint of 
quality, the report stated, although the 
committee made a special study of only 
certain aspects of the exhibit and reported 
on some of the unusual presentations 
which would be of “potentiak value to the 
future of our local industry.” The de- 
signers and their products cited by the 
committee include the following: 

“William E. Degoey and C. R. Degoey 
for the harmony of medium expressed in 
the exhibit of glass work. William H. 
Achurch for the fine proportions and tech- 
nical rendering of chalices. P. B. Ball 
for distinguished uses of new materials 
where synthetic quartz, crystal and silver 
were combined most happily. Cornelius 
F. McCarthy for his ecclesiastical enamels 
done in the spirit of Limoge. 

“William T. Brown for general dis- 
play and new and novel treatments in 
flat silver. G. L. Turner for the splendid 
recognition of the material limitations of 
pewter represented by beautiful form, 
harmonized with old designs. George E. 
Ball for his adaptation of the old clay jug 
to the modern metal water pitcher and 
for his successful redesigning of the flat- 
iron. 

“J. E. Starker for his excellent treat- 
ment of silver. Egisto Cini for commend- 
able progress and achievement in the use 
of leather. W. M. S. Warren for the 
excellent proportion of refinement of form 
and line with delightful reserve in decor- 
ation on mirror and brush. F. Russell 
Woodward for design of similar objects. 
William F. Durrell for his beautiful 
craftsmanship in metal inlay suggesting 
unusual possibilities for athletic awards 
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and similar purposes in place of the 
wholly useless and senseless cup.” 

The report further stated that the ex. 
hibit was indicative of the great possibij- 
ities for future leadership in industral 
design for the greater Providence Com- 
munity. 





Police Capture Burglars in 
St. Louis Store 


Sr. Louis, March 6—Policemen cap- 
tured two burglars in the Allen Co.’s store 
at 454 N. Sarah St. The capture oc- 
curred at 2:30 A.M. after patrolmen 
had followed the men into the store. 

Patrolmen Fred Hollman and Otto 
Glaeser saw the two men peer into the 
store’s front window, walk a short dis- 
tance away, then return and go into the 
areaway leading to the rear. 

The officers followed and as they en- 
tered the areaway heard the rear door 
broken in. The patrolmen entered with 
drawn revolvers and the burglars sur- 
rendered. 

They told the police they had gone 
to the rear of the store looking for some- 
thing to eat and found the back door open. 

Several small articles of jewelry, 
valued at $30, were found in the pocket 
of one of the men. 





New York Jewelry Shop Held Up 
and Robbed 


The police are still searching for two 
armed men who on the afternoon of 
March 4 entered the establishment of S. 
Wyler, Inc., dealer in old English silver 
and jewelry at 713 Madison Ave., New 
York, held up Sigmund Wyler, the pro- 
prietor and his son Seymour and escaped 
with jewelry that was tentatively esti- 
mated at between $25,000 and $50,000. 
While the Wylers could not determine 
the value of the loss, pending a complete 
inventory, they said the jewelry was part- 
ly covered by insurance. 

Both Wylers were standing behind the 
counter when the two men entered the 
store, one of whom requested the elder 
Wyler to show him some silver platters. 
Suspicious of the two poorly dressed 
men, he made no movement toward the 
stock, but said: “What kind of platters 
do you want?” Before Wyler could re- 
ceive an answer the intruders drew 
pistols and ordered both Wylers to put 
up their hands and go to a room in the 
rear of the store. 

While one robber, with the two guns, 
stood guard over the Wylers, the other 
cleaned out a showcase tray that held 
diamond bracelets and rings and put 
them into a makeshift box and _ his 
pockets. 

One minute later, Seymour Wyler set 
off the burglar alarm and Patrolman 
Thomas J. Casey of the East 67th St. 
Station came running up, to be informed 
by witnesses that a dark sedan had been 
seen speeding north in Madison Ave. A 
little later, Inspector John Griffiths, de- 
tectives and a half dozen radio cars 
responded to the call, but no traces of 
the hold-up men were found. 
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Plans for New York State Retail 
Jewelers’ Convention at 
Newburgh 


NewsurcH, N. Y., March 23—Prepara- 
tions for the 1933 convention of the New 
York State Retail Jewelers’ Association 
to be held in this city, May 15, 16 and 
17, are now being made. The New- 
burgh Retail Jewelers’ Association, of 
which every jeweler in Newburgh is a 
member, recently met and appointed the 
following local committees: 

General Chairman—Thomas F. Kav- 
anagh. 

Reception Committee, A. S. Brun- 
didge, chairman; Aaron Kades, Robert 
Gorrie, Stanley Clark, John Pahl, Stan- 
ley Sands, Mrs. Aaron Kades, Mrs. Stan- 
ley Sands, Mrs. Stanley Clark, Mrs. 
James Mitchell, Mrs. W. H. Werre, Mrs. 
Thos. Kavanagh. 

Entertainment Committee, Stanley 
Clark, chairman; Edward Barrett, John 
Pahl, A. S. Brundidge, R. H. Gorrie, 
Louis Kades, Sam Resnick. 

Banquet Committee, W. H. Werre, 
chairman; Louis Kades, A. S. Brundidge, 
Louis Shapiro, Otto Gratz, Aaron Kades, 
Stanley Sands. 

Publicity Committee, Stanley Sands, 
Louis Shapiro, Edward Barrett. 

The Newburgh committees are enthu- 
siastically working on their part of the 
program, that of entertainment and sight- 
seeing. The arrangements are rapidly 
being completed for the program of 
speakers, and several very important men 
in the jewelry industry have already 
promised their attendance. 





New Capper-Kelly Fair Trade Bill 
Introduced in Congress 


WasHINGTON, D. C., March 21—The 
American Fair Trade Association, 
through its secretary-treasurer, Edmond 
A. Whittier, gave out the following state- 
ment concerning the new Capper-Kelly 
Bill: 

“As introduced by Senator Arthur Cap- 
per, of Kansas, in the Senate (S. 497) 
and by Representative Clyde Kelly, of 
Pennsylvania, in the House (H. R. 3677) 
the bill reads: 


A BILL 


‘To define the intent of the antitrust laws as to 
certain agreements. 

‘Be it enacted by the Senate and House of 
Representatives of the United States of 
America in Congress assembled, That nothing 
in the antitrust laws as designated in section 
1 of the Act entitled “An Act to supplement 
existing laws against unlawful restraints and 
monopolies, and for other purposes,’ approved 
October 15, 1914, shall be deemed to prevent a 

wer, producer, or dealer, sellings goods identi- 

by a special brand name or trade-mark 
of which he is the owner, from specifying, by 
agreement with distributors the resale prices of 
such identified merchandise, which prices stipu- 
lated in any such agreement shall be uniform 
to all distributors in like circumstances, differ- 
ing only as to the quantity of such merchandise 
sold, the point of delivery, and the manner of 
settlement.’ 


“Forthright in language,” said Mr. 
Whittier, “and stripped of unnecessary 
details which have furnished the chief 
bases of opposition arguments, the new 
Measure is a frank avowal of intent to 
correct confusion in judicial interpreta- 
tion of present law and thereby to restore 


THE JEWELERS’ CIRCULAR 
for April, 1988 





honest competitive conditions in the dis- 
tribution of branded products. 

“Every producer and every distributor 
will be free to make such agreements as 
to resale prices and such provisions as 
their industrial conditions require. In all 
previous forms of the bill they had pre- 
cisely the same freedom as to detail, 
since the right of contractual relations, 
sought to be restored between producer 
and distributor, was and must always be 
permissive and not mandatory. 

“In its new form the bill is already 
assured of additional important industrial 
group and legislative support. 


A Jewelry Trade Exhibit 


“Century - of - Progress - Jewelry - Show,”’ An- 
nounced to Be Held at the Palmer House, 
Chicago, July 31 to August 11 


CHICAGO, March 22.—An interesting 
merchandising event has just been an- 
nounced for this city. Four floors of the 
Palmer House will, during this summer, 
be devoted exclusively to the highest 
grade merchandise ever shown under one 
roof at one time. According to the an- 
nouncement, this will take place July 31 
to Aug. 11, inclusive, when the Century- 
of-Progress-Jewelry-Trade Show is open- 
ed in cooperation with the Eastern Manu- 
facturers and Importers Exhibit of Art- 
wares and the Century-of-Progress- 
China-and-Glass Show. According to the 
announcement more than half of the 
space in the jewelry show has already 
been assigned and the remainder is being 
rapidly taken up. 

The Eastern Manufacturers and Im- 
porters Exhibit of Artwares is an annual 
event in this city and the George F. Little 
Organization, in charge, is now planning 
to have the exhibit of jewelry and silver- 
smithing in connection therewith one of 
the greatest that has ever taken place in 
this country. Decision to put on the 
jewelry trade show was made by the or- 
ganization after R. H. Leslie had con- 
vienced manufacturing jewelers of the 
country of the necessity of the project 
and received almost unanimous ap- 
proval of the proposition. As it will be 
backed by an organization of more than 
20 years’ experience in promoting and 
managing exhibits and shows in all in- 
dustries, the success of the Century-of- 
Progress-Jewelry-Show is believed to be 
assured, particularly as it promises to be 
different from anything previously under- 
taken in the industry and will be de- 
veloped around the assured attendance of 
high-class buyers from all over the coun- 
try. 


Many friends will be gratified to note 


- that the name Carleton F. Bryant appears 


among those of the 47 officers of the line, 
United States Navy, approved for pro- 
motion from the rank of lieutenant com- 
mander to commander to fill vacancies 
in the higher grade as they occur. The 
approval was made on recommendation 
of the Navy Selection Board. Lieutenant 
Commander Bryant is the son of W. C. 
Bryant, Bangor, Me., jeweler. 
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Prosper Clust 
Prosper Clust, for over 35 years a 
member of the firm of Dieges & Clust, 
New York, died March 28. He was born 
Sept. 26, 1873 at South Williamsport, Pa. 
The funeral was held Thursday night 
from Fairchilds Funeral Parlor, Brooklyn. 


Bernard P. Kuhr 


Kansas Crry, Mo., March 10—Bernard 
P. Kuhr, 60 years of age, died Tuesday 
morning, March 7, at St. Joseph’s hospi- 
tal where he had been confined by a 
heart ailment for three weeks. 

Mr. Kuhr was vice-president of the 
Andrews Jewelry Mfg. Co. He came to 
Kansas City from Davenport, Iowa, in 
1900. 

Surviving are his widow, Mrs. Mary 
Kuhr, a son, Bernard M. Kuhr, of Kan- 
sas City; a daughter, Mrs. B. A. Early, 
Independence, Mo.; a brother and three 
sisters. 

Funeral services were held March 9. 
Burial was in Calvary Cemetery. 








Smuggled Watch Movements to Be 
Sold at Utica, N. Y., April 17 

Utica, N. Y., March 21—A large num- 
ber of Swiss watches, 2052 in all, of an 
appraised value of $10,294, will be sold 
by the United States Marshal at room 
307 of the Federal bldg., in this city, 
Wednesday, April 19, at 2 p. m. 
These watches were seized from Sol 
Seidman and Samuel Simon at Rouses 
Point, N. Y., Dec. 8 last, and forfeited 
under Section 497 of the Tariff Act on 
the ground that they were smuggled. 

United States Marshal William N. 
Cromie is naturally anxious that the 
property realize as much as possible and 
is endeavoring to get bids from mem- 
bers of the jewelry trade who will pay 
a proper price for the merchandise. 

Under the statute, all smuggled mer- 
chandise seized and forfeited must be 
sold at public auction but as sometimes 
the prices realized have been even less 
than the duty on the articles, these sales 
have caused distinct protest from the 
jewelers,.inasmuch as they have permit- 
ted articles to come back into the trade at 
prices that no legitimate concern can 
compete with. The marshal sales have 
not been widely attended by legitimate 
dealers and often the goods have gone 
back into the hands of smugglers or 
of price cutters to the detriment of the 
industry. 

Marshal Cromie is, therefore, endeavor- 
ing to interest the jewelers to come to 
this sale both for the sake of the rev- 
enue to the government and in the in- 
terests of their own industry. 

The several lots in the sale adver- 
tised have been appraised as follows. 
All are Swiss movements. 

296 movements, unadjusted, $ 874 


59 movements, 2 adj. 375 
864 movements, unadjusted, © 3987 
36 movements, 2 adj. 267 
294 movements, 2 adj. 2150 


98 movements, unadjusted, 565 
101 movements, unadjusted, 689 


154 movements, 2 adj. 903 
144 movements, unadjusted, 446 
6 movements, 2 adj. 38 





















































































ANCHESTER’S 
STERLING 








The New 


SOUTHERN ROSE 


repousse pattern in ster- 
ling silver. 


We make 12 sterling flat- 
ware patterns. 

32 pages of live items in 
sterling silver hollowware 


in New Bulletin just off 
the press. Send for it. 


Mihanca ESTER 


SILVER CO. 
PROVIDENCE, R. I. 

















Maiden Lane Outing Club Elects 
Officers and Plans Annual 
Field Day 


The annual meeting of the Maiden 
Lane Outing Club was held March 10 
in the room of the Jewelers Twenty Four 
Karat Club, 15 Maiden Lane, New 
York. Reports of officers were submitted 
and the nominating committee announced 
the following slate: President, Al Betz; 
vice-president, Howard Hetherington; 
secretary and treasurer, J. L. Grant (re- 
elected). 

Vice-president Hetherington, chairman 
of the outing committee, announced that 
the outing will be held this year on June 
3 at Elks Club, Oakwood Heights, Staten 
Island. 

The advisory board has decided that 
no dues will be collected this year and 
that all members now in good standing 
will remain so for 1933. 





Jeweler Thwarts Robbery Attempt 

A jeweler’s spirited battle in defense 
of his shop on Lexington Ave., near 61st 
St., New York, at 8:30 a. m., March 18, 
frightened two hold-up men away. The 
men escaped but took nothing with them. 
Lewis Feingold, manager of the store of 
H. Feingold, Inc., at 781 Lexington Ave., 
was arranging the window display when 
a man, who had left his watch the day 
before for repair, knocked on the door. 

Feingold admitted him, and another 
man, carrying a bag, followed. The in- 
truders pointed a gun at him and told 
him to put up his hands. Feingold re- 
fused and started to fight the robbers 
barehanded. They hit him over the 
head with the gun, Feingold said, and 
for a few seconds he was stunned, but 
he hurled a jewel tray. into the show 
window, hoping to attract attention. 
That frightened the robbers and they 
fled. 

Feingold was treated by Dr. Van Dow 
of Metropolitan Hospital, who took three 
stitches in his scalp. Considerably 
shaken, he went to his home in Brook- 
lyn, leaving the shop in the care of his 
brother, H. Feingold. 





Gerome Desio 


WasHINGTON, D. C., March 7—Gerome 
Desio, 84, founder of a jewelry firm well 
known here for more than 50 years, has 
just died. He retired from active busi- 
ness about 30 years ago and until the firm 
closed about a year ago it had been con- 
ducted by his son, Victor E. Desio. 

Born in Italy, Mr. Desio came to Wash- 
ington in 1872 and in 1874 founded a jew- 
elry company at 1223 Pennsylvania Ave. 
Later it was moved to 1107 F St. where it 
remained until some years ago moving to 
1309 F St. 

The Desio firm catered to many of the 
embassies and legations here, and Presi- 
dent and Mrs. Theodore Roosevelt often 
made purchases there personally. The firm 
created and manufactured many special 
pieces of jewelry for its prominent cus- 
tomers. 

In 1930 Mr. Desio took out naturaliza- 
tion papers, and at that time was the old- 
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est person ever to apply for citizenship 

Mr. Desio is survived in addition to his 
son, Victor, by his widow, Mrs, Margaret 
M. Desio; another son, Jerome A, San 
Francisco, Cal.; and two daughters, Mrs 
Katherine Desio Didier, Rhinelander, 
Wis., and Miss Tanena F. Desio, whe 
was connected with her father and 
brother in the business. 





Jewelers Fraternal Association 
Elects Officers 


Members of the Jewelers Fraternal As. 
sociation held their annual meeting, 
March 9, in the room of the Jewelers’ 
Twenty Four Karat Club, 15 Maiden 
Lane, New York, for the election of 
officers and the transaction of other busj- 
ness. 

The following officers were elected: 
Leo P. Leddy, president; T. Coords, vice- 
president; Wm. Underwood, secretary 
(reelected). 

The board of governors are as follows: 
Leo P. Leddy, Al Betz, T. Coords, John 
Wirth, Henry Kretsch, Ross Donaldson, 
Henry Green, Benj. Biffer. 





Harry J. Levi 

CINCINNATI, OnIo, March 15—Harry 
J. Levi, retired jeweler and diamond 
broker, died suddenly while attending a 
theatre performance in Washington, 
March 16. He was 71 years old. Mr. 
Levi was a member of the: Cincinnati 
Club and a director of the Federal Union 
Life Insurance Co. He had long been 
active in Masonic circles and the Knights 
of Pythias. 

Mr. Levi was in the capital visiting 
his son, Joseph H. Levi. He also leaves 
another son, Everett of Lancaster, Pa.; 
a daughter, Mrs. Nate Rosenbaum of 
Cincinnati, and his widow, Mrs. Mildred 
Levi. 





Samuel Wallach 


Samuel Wallach, who retired from the 
jewelery business 25 years ago, died of 
heart disease Tuesday, Feb. 28, at his 
home, 12 E. 86th St., after a long illness. 
A native of Hungary, he was 78 years 
old. 

Samuel Wallach was a nephew of A. 
Wallach, of the old chain manufacturing 
house of A. Wallach & Co. As a young 
man he was employed by that firm and 
when the elder Mr. Wallach retired from 
the business it was turned over to five 
nephews. S. and L. Schiele and Samuel 
Wallach formed the firm of Wallach & 
Schiele, which conducted a diamond cut- 
ting business, and the two other nephews 
formed the firm of A. Wallach & Co. 
and took over the chain business. 

After the retirement of Samuel Wal- 
lach about 25 years ago, DeWitt A. 
Davidson came into the business which 
was continued as Wallach & Davidson. 
The name later changed to Davidson 
& Schwab and then to DeWitt A. David- 
son. 

Surviving are his widow, the former 
Laura Schiele, and two brothers, Nathan 
Wallach and Ignatz Wallach, of Vienna, 
Austria. 
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NEW YORK: 


Jewelry News of the Metropolitan District 


James Schulz has moved from 36 W. 
47th St., to 15 W 47th St. 


Robert P. Burnett has severed his con- 
nection with Albert Ramsay & Co., 2 W. 
47th St., by mutual consent. 


Alfred Bressner, a jeweler, has leased a 
store in the building at the southwest 
corner of Sixth Ave. and 47th St. 


The Clebar Watch Co., Inc., announces 
the removal of its office to 551 Fifth Ave., 
Suite 623. 

James S. Martell recently sold his in- 
terest in the Blitz-Martell Co. 117 W. 
42nd St. 

The annual dinner-dance of the Horo- 
logical Society of New York was held on 
Saturday evening, March 4, at New York 
Turn Hall, Lexington Ave. and 85th St. 


The Bedford Watch Co. has leased 
space on the tenth floor at 10 W. 47th St. 
The business was formerly located at 116 
Nassau St. 

Henry A. Jacoby has leased a store at 
the corner of Central and Yonkers Ave., 
Yonkers, N. Y., in which to conduct a 
jewelry store. 

The Brooklyn Retail Jewelers’ Associa- 
tion held a regular meeting on Thursday 
evening, March 9, in the Johnston Build- 
ing, 8 Nevins St., at which time taxes, 
“repairing, racketeering’ and wholesale 
retailing were topics given consideration. 


The Bedford Watch Co., Inc., is now 
located in new and commodious quarters 
at 10 W. 47th St. Offices have also been 
opened in Antwerp and Amsterdam. 
The main headquarters are in Bienne, 
Switzerland. 


Members of Timeology Fellowship, of 
which Samuel Bernard, 516 Fifth Ave., 
is leader, will visit the American Mu- 
seum of Natural History, April 8; Hunter 
College, the Bronx, April 15; the Ortho- 
paedic Hospital, W. 59th St., Manhattan, 
April 22; Bronx Zoo, April 29. 


It has been announced that the part- 
nership of Rabinowitz & Katcher, manu- 
facturing jewelers, 49 Maiden Lane, has 
has been dissolved. Hereafter the busi- 
ness will be conducted under the name of 
Rabinowitz & Katcher, Samuel Katcher, 
successor. 


Members of the New York Jewelers 
Benevolent Association met at the Hotel 
Edison, 47th St. West of Broadway, on 
the evening of March 7 to honor ex-presi- 
dent Harris Corman and several members 
who were tendered honorary life mem- 
berships. About 250 people attended. 

Jerwood & Ward, London precious 
stone and pearl dealers in London, have 
Notified their American friends in New 
York that they are leaving their present 
offices at 21 Holborn Viaduct and after 
April 3 will be located at 25 Hatton Gar- 
den, London, E. C. 1. 
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The annual meeting of the Maiden 
Lane Historical Society was held in the 
room of the Jewelers’ Twenty-four Karat 
Club, 15 Maiden Lane, March 30, at 
3 p.m., for the election of officers and 
trustees and for the transaction of other 
business. 


Abraham Cooperstein, of Elgin Silver- 
smith Co., was elected president of the 
New York Silver Manufacturers Associa- 
tion, Inc., at a meeting of the association 
held recently. Other officers elected in- 
clude Charles Marks, secretary and Sam 
Rifkin, of Rifkin Bros., New York City, 


. treasurer. 


Barton R. Smith, prominent Jamaica 
jeweler, has been named by the Federal 
Reserve Board to act as conservator for 
the Jamaica National Bank. Jamaica Na- 
tional is one of the prominent banks in 
Queens, and is the largest of six banks in 
the county still awaiting a license to re- 
sume unrestricted business. 


David H. Feldman has become associ- 
ated with the Elgin American Mfg. Co., 
Elgin, Ill., in the capacity of manager of 
sales, with headquarters at 20 W. 47th St., 
this city. Mr. Feldman for years has 
been a well-known figure in the celluloid 
industry, and prior to his association with 
the Elgin American Mfg. Co. was vice- 
president of the Atlantic-Roseville Corp. 


Paul Muller, 67, died March 1 at his 
home, 73 Webster Ave., Jersey City, N. J., 
of complications after a long illness. Mr. 
Muller was employed 40 years as a sil- 
versmith by Tiffany & Co., New York. 
He was member of Doric Lodge, No. 86, 
F. & A. M. of Union City. He is sur- 
vived by a brother, Emil, and a sister 
Clara. He was the son of the late Emil 
and Augusta Bergmann Muller. 


Hyacinth Maxenchs, 31-45 29th St., 
Astoria, Queens, died suddenly, March 
19, of a heart attack in the office of his 
jewelry firm, H. Maxenchs & Co., 36 
W. 47th St. With him were his son, Jesse, 
and a dozen employees busy on special 
orders. Mr. Maxenchs, who was 48 
years old, had suffered intermittently 
from heart disease for five years. He 
left a widow and another son. 


A. D. Leveridge, importer of diamonds, 
has again leased the offices occupied by 
his concern previous to May, 1928, and 
Carl Roedelsperger, the firm’s agent at 
12 E. 54th St., will cease to represent 
them after April 1. Mrs. Leveridge has 
sailed from France and both partners will 
resume their work at 22 W. 48th St., until 
such time as the European end of the 
business once more requires the res- 
idence abroad of the partners. 


The annual meeting of the Precious 
Stone Dealers’ Association was held 


(Turn to page 50) 
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M. J. STERN & BRO. 


61 Beekman St., New York 


stands for SPECIALISTS in Making JEWELRY 
on ORDER, also REPAIRING in ALL its 
BRANCHES. Estab. 1910. 








UNBREAKABLE CRYSTALS 


Fancy—Round Flat—Round Lentille 
ALL SIZES—ALL SHAPES 


STANDARD 
UNBREAKABLE WATCH CRYSTALS, INC. 
7S Varick St., New York, N. Y. 














HAMILTON ILLINOIS 


American Watch Distributors 


207 Commerce Building 15 Maiden Lane 
Rochester, N. Y. New York, N. Y. 


WRITE FOR CATALOGUE 


ELGIN WALTHAM 





121) DIALS mp'tiocx 


REFINISHED LIKE NEW 





| HIGH GRADE EUROPEAN METHOD 
7 24 Hour Service 
j Write for Price List 


ROYAL DIAL & REFINISHING CO. 
116 Nassau St., New York, N. Y. 








FITRITE 
Resilient Swiss Mainsprings 
Finished Ends 





COMPLETE STOCK ON HAND 
Including Bulova, Gruen, Etc. 


Now $1.25 per Dozen 
Assortments of 2-3-6-12 Dozen 
in Fine Mahogany Cabinets 
Send for Complete Chart of All Sizes 


CONOVER & QUAYLE, Inc. 





10 Maiden Lane New York 





CHINESE GEMS CO. 


JADE 
Rosequartz Turquoise 
Amethyst Lapis 
Carnelian Crystals 





Stone Ornaments for Lamp Bases 
20 West 47th St., New York 

















DE FRECE #BERNSTEIN, INC. 


48 West 48th St. New York | 
BRyant 9-0283 | 
EVERYTHING IN SWISS WATCHES 


White enamel watch vanity 


». EMBLEMS 
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SINNOCK & SHERRILL 
15 Maiden Lane New York 


































































WHERE TO BUY 








KRONER, HYMAN & CO., Inc. 
JOBBING STONES 


Engraving, Encrusting 
Lapidary Work 
80 Nassau St. New York City 








S. NATHAN & CO., INC. 
Importers and Cutters of 

Diamonds, Pearls, Precious, 

Synthetic & Imitation Stones 


71-73 Nassau Street ... New York 
Orders for Jobbing Stones and Lapidary 
Work Carefully and Promptly Filled 











DIALS 





RCE 





Lh rs = 
|_| OLD Dials Refinished Like New 
pS 


Es Orders filled same day 
- . & ‘ 


66 Nassau St. New York 


IRR RADIUM and PLAIN FIGURES 


S U. S. WATCH DIAL CORP. 





CULTURED PEARL 
NECKLACES 


Pearl Watch Bracelets, Clasps & Earrings 


JACK J. FELSENFELD 


15 MAIDEN LANE NEW YORK 











MEYER KEVLISH Co.Inc 





HIGH GRADE CALIBRE AND 
DIAMOND WEDDING RINGS 


EXCLUSIVELY 





64 FULTON ST..NEW YoRK 





Send us your OLD GOLD, SILVER, 
PLATINUM, GOLD - FILLED 
CASES, OPTICAL SCRAP, ETC. 


Prompt and accurate 
returns Guaranteed 
Generations of Service 


N. L, SHTEINSHLEIFER, 
Smelter & Refiner 
78 Bowery, New York City 


William T. Schneider 


American 


Watches at Wholesale 
2 Maiden Lane, New York 


The Gift To Her Fiancé 
THE STAR SAPPHIRE RING 




















Gems of Fascination 


LOUIS N. MARX 
551 Fifth Ave. New York 


Tel. MUrray Hill 2-8838 
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Thursday evening, March 2, at the Mai- 
son A. De Winter, 36 W. 48th St., New 
York, when the following officers were 
elected for the ensuing year: President, 
Isidor Lassner; vice-president, Lawrence 
E. Mulligan; treasurer, Milton Belgard; 
secretary, Leopold Nathan; board of di- 
rectors, Edward Starke, Jack Wider, Sol 
Gordon. 


Melville Untermeyer, treasurer of Un- 
termeyer-Robbins & Co., manufacturing 
jewelers at 136 W. 52nd St. and for 
33. years a member of the concern 
since its formation in 1900, on March 
25 resigned as treasurer and director. 
While Mr. Untermeyer retires from ac- 
tive association in the management of 
the concern, he will continue his vari- 
ous activities in the trade organizations 
with which he is connected. He has as 
yet made no definite announcement as 
to future business plans. Mr. Unter- 
meyer is the son of the late Henry Un- 
termeyer, one of the founders of the 
concern. 


Dr. and Mrs. Jesse N. Levitt embarked 
on the Hamburg on March 7 on their 
homeward trip to New York after a 
honeymoon trip abroad. Dr. Levitt was 
married to Miss Hattie Blank, daughter 
of Mr. and Mrs. Philip Blank of Newark, 
N. J., on Dec. 28, 1932, at the Fifth Ave- 
nue Hotel in this city, when a dinner was 
given following the ceremony performed 
by Dr. Hoffman of Newark. The couple 
sailed for Vienna on the Manhattan the 
same evenings Their residence and office 
is at 26 Clinton Place, Newark, N. J. The 
groom’s father, Mr. Levitt, of Levitt & 
Co., goldsmiths, 71 Nassdu St., is grateful 
for the many good wishes extended to the 
couple. 


Mrs. Columba Del Gatto, 44 years old, 
and her son, Ciro, five, were found dead 
on the afternoon of March 7 in their 
home at 1129 E. 43rd St., Brooklyn, their 
throats slashed with a razor. Mrs. Del 
Gatto’s husband, Louis, 48, lay across his 
son’s body, his throat cut and the razor 
near by. After reading a note which they 
said Del Gatto had left, police said that 
he was responsible for the tragedy and at- 
tempted suicide. At Kings County Hos- 
pital physicians said that Del Gatto might 
live. Del Gatto was a jewelry importer, 
with office at 39 Maiden Lane, and until 
recently, police said, had been prosper- 
ous, but his financial losses had worried 
him. 


A young gunman, believed wounded, is 
sought by police for the shooting during 
an attempted hold-up, of Philip Spitalery, 
50, who conducts a jewelry store at 543 
Columbus Ave. For the first time in many 
years Spitalery did not have his gun on 
his person when the bandit, in the guise 


‘ of a patron, entered the shop on March 


13. When the “patron” displayed a gun, 
and exhibited signs of nervousness, Spi- 
talery leaped for a drawer in which his 
own gun was kept. The bandit fired two 
shots, one of which hit the jeweler in the 
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right leg, then fled from the store and 
leaped into a waiting automobile. Despite 
his wound, Spitalery reached for his gun 
and staggered to the door. He fired four 
shots, and told police he was certain that 
one bullet struck the bandit. 


Jewelry valued at almost $3,000 was 
reported to have been stolen March 7 
from Nathan Braunstein of 691 Linden 
Boulevard, Brooklyn, a salesman for the 
jewelry firm of Seltzer Bros. of 80 Nassay 
St., by three men who also drove off with 
his car. The victim told detectives that, 
as he was driving north on Water St., 
three men leaped aboard his car, forced 
him into the rear, and then drove south, 
Near the Custom House one of the men 
took the grip and walked away. A short 
distance further on, Braunstein was or- 
dered to get out and walk up the Cus- 
tom House steps. As he started, the other 
two men drove off with his car. Accord- 
ing to the police, the salesman was robbed 
in similar fashion last Dec. 12 in Glen- 
dale, Queens, and $2,300 in jewelry taken, 


Reginald Reichman, treasurer of Reich- 
man Bros., Inc., has accepted the chair- 
manship of the Jewelry Division of The 
Salvation Army United Appeal’s Trade 
& Industry Committee, according to an 
announcement by Thomas J. Watson, 
president of the Merchants Association 
and chairman of the committee. Mr 
Reichman will organize the jewelry field 
for participation in the fund-raising cam- 
paign. Active solicitation will begin 
April 3. The Army is seeking $1,110,000, 
of which $565,000 is needed to continue 
emergency relief activities which include 
free food stations, shelters, family welfare 
bureaus and employment services, and 
$545,000 for the maintenance of institu- 
tions which include homes and hospitals 
for women and children, day nurseries 
and fresh-air camps. 


Announcement that the Pewter and 
Hollow Ware Manufacturers Association 
has adopted a resolution approving the 
adoption by the State Legislature of the 
minimum wage bill introduced by State 
Senator Albert Wald, was made March 
18 by Benjamin Schwartz, Trade Rela- 
tions Counsel of the Association. This 
action was taken at a meeting of the 
Association held on Friday, March 17. 
A communication was sent by the Asso- 
ciation to Governor Lehman, urging that 
he sign the bill if passed by the State 
Legislature. The officers of the Associa- 
tion are: A. Kadison, of Continental 
Silver Co., president; A. Karsh, of Key- 
stone Silver Corp., vice-president; L. 
Garroway, of Cromwell Silver Mfg. 
Corp., secretary, and L. Mautner, of 
Mautner Mfg. Co., treasurer. 


At a regular meeting of the Jewelers 
24 Karat Club held at its rooms, 15 
Maiden Lane, March 15, the directors fe- 
ported that they had decided definitely to 
give up the lease on its Maiden Lane 
quarters and intended to move to the up- 
town district. The committee appointed 
to arrange for the new quarters was 
authorized to go ahead and negotiate 4 
lease uptown and an appropriation of 
$500 was made for covering the expens¢ 
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New York Notes 
(From Page 50) 


of moving and furnishing the new club 
rooms as soon as the removal is made. 
The April meeting will be held at 15 
Maiden Lane and the May meeting in 
the new quarters. At the same meeting 
one resignation was accepted but no new 
members elected owing to the fact that 
the Board has not yet passed the eligible 
members on the waiting list. 


As the result of a meeting called March 
7 by Clifford W. Lamont, of John Lamont 
& Sons, 542 Fifth Ave., about 30 members 
of the jewelry trade met at the rooms ot 
the Jewelers Board of Trade, 22 W. 48th 
St. and discussed the formation of a 
jewelry division of the National Economy 
League. The League is engaged in a 
campaign to reduce governmental ex- 
penses and gave great support to the ad- 
ministration’s fight to curtail unnecessary 
payments to the World War veterans. 
Ralph Pulitzer, executive chairman of the 
league’s New York City Enrollment Com- 
mittee is directing a drive for members 
which will be carried on among various 
business and professional groups. At the 
jewelry trade meeting A. P. Simonds ex- 
plained the immediate objectives of the 
movement and Mr. Lamont presided. 


Motion to dismiss the pending protest 
of the Sterling Silversmith Guild of 
America against free entry of antique 
silverware has been made in the United 
States Customs Court by counsel for the 
Government on the ground that it has not 
filed against the first shipment of which 
it was notified as te liquidation. The 
issue hinges on interpretation of Section 
516 in the tariff permitting domestic inter- 
ests to contest unsatisfactory customs rul- 
ings, and Justice Genevieve Cline, who is 
hearing the suit, yesterday gave counsel 
twenty days in which to file briefs. Pre- 
viously the court had refused a motion 
to dismiss on the ground that an associa- 
tion could not protest for manufacturers, 
producers or wholesalers. Outcome of the 
case is being watched with interest be- 
cause of the questions of procedure in- 
volved. 


Morris Valenstein, 44 years old, jewelry 
manufacturer, with offices at 62 W. 47th 
St, was found strangled to death on the 
morning of March 9 in the gutter in front 
of 492 Scholes St., Brooklyn. An autopsy 
revealed marks that might have been 
made with “pointed fingernails,” as well 
as two stab wounds in the neck of the 
victim. Dr. Manuel E. Martin said that 
Valenstein apparently had been strangled 
by “a strong person.” As far as could be 
determined, Valenstein left. the office he 
had occupied for about four years at 3 
o'clock Wednesday afternoon, March 8. 
He is supposed to have had jewels to 
show to a customer in Brooklyn. He had 
only three cents when found, although 
a ring of apparent value remained on his 
left hand. Identification was made by 
Samuel Kalino, of 3162 Bedford Ave., 
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Brooklyn, a diamond merchant, and form- 
er associate of Valenstein. 


A Lenox Ave. Harlem jeweler warns 
his brother merchants to be aware of 
what appears to be a scheme to trick re- 
tailers into making a cash purchase of a 
dozen or more articles, such as, bracelets. 
According to this jeweler he was called 
upon by a man who represented himself 
as a bracelet manufacturer and who in- 
duced him to take, on memorandum, two 
unusual looking bracelets, urging him to 
put them in his window. A short time 
later he was visited by a supposed cus- 
tomer who seemed interested and who 
later offered to buy 12 of these bracelets 
if they could be delivered right away. As 
an evidence of good faith, he left with 
the order a deposit of $5. The jeweler 
immediately got in touch with the manu- 
facturer only to be informed that he had 
not enough on hand to supply the order 
but that he could probably get them from 
a concern to whom he had turned them 
over. The man who was supposed to 
have the stock refused to send the goods 
on memorandum or credit or to take any- 
thing but cash for the dozen needed. An 
investigation by the Harlem jeweler con- 
vinced him that the whole scheme was a 
trick to get him to invest in a dozen 
articles and that the supposed customer 
was working in the interest of the sellers. 





Jewelers Vigilance Committee 
to Resume Active Work 


Directors of the Jewelers Vigilance 
Committee met March 15 at the rooms of 
the Jewelers 24 Karat Club, 15 Maiden 
Lane, New York, in response to a call 
sent out by the acting chairman, Lee 
Reichman, and decided that the condi- 
tions in the industry at the present time 
were such that it was necessary for the 
committee to resume full activities along 
the lines that it had worked in the past; 
namely, on stamping law registration, 
enforcement of the stamping laws, en- 
forcement of the laws against fraudulent 
representation. The Vigilance Committee 
will act as heretofore to consolidate the 
various movements in regard to legisla- 
tion and also when necessary to take the 
initiative in matters of general trade in- 
terest in which it will cooperate with 
other bodies. The principal work, how- 
ever, will probably be on matters within 
the metropolitan district. 

A nomination committee appointed at 
that meeting has offered names of 30 di- 
rectors for the ensuing year, represent- 
ative of the different lines that come into 
the jewelry industry. A meeting of the 
new directors was held March 28 at 
whieh G. H. Niemeyer was elected chair- 
man; Lee Reichman, vice-chairman and 
A. L. Brown, treasurer. 





Prices of Silver Bars 


| aA 
Government New 


London Assay Sell- York 
Official ing Price Official 
March 1 ... 1745 28% 26% 
March 8 ... 1846 31% 29% 
March 15 ... 17% 24% 27% 
March 22 ... 17% 29% 27% 
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ORIENTA CULTURED PEARLS 





Section of Cultured Pearl 


Send for illustrated booklet describing process of the 
Cultured Pearl Industry. Necklace Memeo on request. 


Crristiods. 


65 Nassau St. New York. 








A BETTER LIQUID SILVER POLISH 


Give your customers the best 
Non-poisonous: Non-Inflammable, contains no 
abrasives. Free sales aids. Samples on request. 

Sold thru Jewelers only. 
BUR-MER, Ine. 448 Cutler Bldg. 
Rochester, N. Y. 











Double-Head 
Genuine Tiger Eye 
Cameo 


Three-Color 
Genuine Double- 
Head Cameo 


i, or 
$3.9 Hematite Intaglio 


Massive Mounting 





No tax 
ORDER NOW 
Terms: Net 30 Days 
GEORGE BLADEN, INC. 


601 Lafayette Bldg., 
Buffalo, New York 


HAIRSPRINGS 


— 
No. 118 















AMERICAN & SWISS 
HAIRSPRINGS VIBRATED 

6” to 18s. FLAT ......8 .75 

6” to 18s. BREGUET .8$1.25 


SWISS HAIRSPRING SERVICE, Inc. 
116 Nassau Street, New York City 








EXCLUSIVELY OURS 
THE 


REVOLV-IT 
WATCHES 


NORMAN M. MORRIS 
$42 FIFTH AVE. NEW YORK 








WE BUY YOUR OLD GOLD 
PLATINUM, SILVER, GOLD 
: FILLED & SCRAP 
Accurate and prompt returns 
ALSO BUY—OLD WATCH MOVEMENTS 
MAJESTIC WATCH CO. 
1 Union Square New York, N. Y. 














The Forgotten Company 
of TomorROW 


Is the one that quit advertising 
YESTERDAY 











FITRITE 
Resilient Swiss Mainsprings 
inished Ends 
Are Now $1.25 per Dozen 


4SND EVERY SPRING 
{S GUARANTEED 


‘omplete Stock on Hand Including 
a, Clycine, Bulova, Ete. 
_*° for Chart Showing Dennison 
Metric Sizes 
INC. 


JOS. B. BECHTEL & CO., 
729 Sansom St Philadelphia 








Louis Sickles 


Fo The Legitimate Retait Frade Only 
ELGIN-HAMILTON 
WALTHAM- ILLINOIS 


1015 CHESTNUT STREET 











CLASS RINGS 
PINS 
WM. C. MARTIN § 


MANUFACTURER 


908 CHESTNUT ST. 
Philadelphia, Pa. 





NATIONAL 
WATCH REPAIRING CO. 
Efficient and Prompt Service to the 
trade throughout the U. S 

Send for Price List 
727 Sansom St. Philadelphia, Pa. 








HYMAN N. CAPLAN 


ESTABLISHED 1916 
MANUFACTURING JEWELER 
SPECIAL ORDER WORK & REPAIRING 
FRATERNAL JEWELS 

OFFICIAL BADGES 


740 Sansom St. Philadelphia 








Williams &Waples 


Authorized Distributors 
Genuine Watch Material 


American — Swiss — English 


Tools — Lathes — Chucks 
Make Us Your Service Station 


727 SANSOM ST. PHILADELPHIA 











Retailers Who Are Interested in Win- 
ning the Eyes of the Public Should 
See Apex Leather Watch Straps. 18 
Assortments of the Newest Leathers. 
APEX LEATHER GOODS 
& NOVELTY CO. 
72 N. FOURTH ST. PHILADELPHIA 





BYARDF.BROGAN 


Manufacturer of 


DIAMOND MOUNTINGS 


AND WEDDING RINGS 
805 Sansom St. Philadelphia 














PHILADELPHIA ° 


Wm. Bernard, 4369 Cresson St., is now 


enjoying a vacation in Florida. 


Phillip Jochem has returned to his clock 
shop, 2441 N. 1ith St., after an absence 
of a month owing to illness. 


Stanley Little, 510 W. Chew St., has 
completely renovated his establishment, 
including a new store front. 


George Mohr, 1033 Chestnut St., has 
made extensive alterations and now has 
a most up-to-date establishment. 


Wallace Holst, of H. L. Holst, Inc., 
Atlantic City, recently joined the ranks 
of the benedicts. 


Wm. Schoppy, retail jeweler of Atlan- 
tic City, has completely recovered from his 
recent operation for appendicitis. 


Sympathy is being extended to Henry 
A. Geller, diamond setter, 725 Sansom 
St., upon the recent death of his wife. 


Julius Windner, manufacturing jeweler, 
has discontinued his shop in 729 Sansom 
St., after 30 years of service. 


L. L. Dudevoir, traveling representa- 
tive for Byard F. Brogan, 805 Sansom 
St., is now on an extended trip through 
New England showing a new spring line 
of mountings. 


Williams & Waples, dealers in watch 
materials and supplies, 727 Sansom St., 
have greatly enhanced the appearance 
of their establishment by addition of. an 
800 drawer tool and material cabinet. 


Frank Vogel, salesman for Alfred Hum- 
bert & Son, 117 So. 10th St., who has 
been sojourning in Cuba and Florida, re- 
turns home April 1 to start out on his 
annual spring trip. 


David J. Sickles, of Louis Sickles, dis- 
tributors of American watches, 1011 
Chestnut: St., has been placed in charge 
of the firm’s branch office located in the 
City Bank Building, Youngstown, Ohio. 


Sympathy is being extended to Frank, 
Oscar and Philip Kind, of the firm of 
S. Kind & Sons, in the sudden death of 
their brother, Morris Kind, who passed 
away March 14, at his home in Bryn 
Mawr, Pa. Mr. Kind was a civil engineer 
and president of the Hercules Cement 
Co., New York City. 


The sudden death of Arthur L. Furlong, 
manager of Hoffman & Co., diamond cut- 
ters, 708 Sansom St., came as a great 
shock to his many friends in the trade. 
Mr. Furlong, who was 42 years old, died 
of bronchial pneumonia. He was well- 
known in New York and Philadelphia, 
having been associated with Hoffman & 
Co. for the past 24 years. 


The architects’ tea set, a creation spon- 
sored by the Women’s Division of the 
Architects Emergency Committee, was 
recently exhibited in windows of the store 
of J. E. Caldwell & Co., and proved to 
be a great attraction. The set, on which 


(Tunr to Page 71) 
52 





MOUNTINGS 
OF RECOGNIZED MERIT 


FULMER & GIBBONS, INc, 
117 So. 10TH St. PHILADELpHy 


| 


IDENTIFICATION WRISTLETs 
THIMBLES — TIE CLIPS 
CHAIN KEY RINGS 


Simons Bros. Company 
269 So. 9th St. Philadelphiy 














— 


ALFRED HUMBERT & SON 
DIAMONDS 
WEDDING RINGS 


Manufacturers of the Best in Weddin 
Rings for Nearly a Century 


117 So. 10th St. Philadelphia 





THE NEW 


ZIRNKILTON 


Hand-Made tridium Platinum 
Solitaire Mountings 
With Small and Baguette Diamonds 
$23.00 to $30.00 


. F. X. ZIRNKILTON 
iY 214 South 12th St. Philadelphia 











BRACELETS 


PURCHASE THRU YOUR WHOLESALER 

LOUIS STERN CO. 

Providence, R. I. 
Philadelphia 


Chicago New York 





THE JEWELERS’ CIRCULAR 
is the ONLY Jewelry publication 
a member of the A.B.C. 


guaranteeing paid circulation 











OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SWEEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from all parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awaiting your OK. 


EMPIRE SMELTING & REFINING 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 
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PROVIDENCE: 


Happenings in the New England Territory 


The Robbins Co., of Attleboro, has just 
shipped an order of 25,000 Roosevelt 
lucky coins. 

The Providence Metal Specialties Co., 
77 Washington St., is conducted by Her- 
bert S. Marks and G. Leon Silverman. 


The Metal Cast Novelties Mfg. Co., 
191 Amherst St., Providence, is owned by 
Omer St. Laurient and Ludger Lapointe. 

Robert K. Hood, of Clark Road, Bar- 
rington, has filed information that he is 
the owner of the American Novelty Sales 
Co., Providence. 


Henry Janitsky, 60 years old, caretaker 
for the estate of Charles H. Fuller, manu- 
facturing jeweler of Pawtucket, died at 
his home in South Attleboro on March 7. 


A bill is pending in the Rhode Island 
General Assembly which would require 
employers to post notices two weeks in 
advance of any wage reductions. 


Nathan Resnick, for more than eight 
years secretary and treasurer of the Sher- 
man Mfg. Co., 74 Clifford St., has sev- 
ered his connection with that concern. 


The I & S Jewelry Case Co., 67 Bas- 
sett St., Providence, is owned and con- 
ducted by Eugene Sauvageau and Vincent 
Oliva. 


H. & H. Screw Products Co. is erecting 
a new office building at its plant at Min- 
eral Spring Ave. and Smithfield Road in 
North Providence. 


The Ober Jewelry Mfg. Co., Provi- 
dence, has been given a contract by the 
War Department to supply the army 
with 64,000 bars to decorate soldiers for 
distinction in target practice. 


George A. Sweet, formerly with The 
Thomae Co. of Attleboro, has been added 
to the sales force of the Waite-Thresher 
Corporation, Providence, and will operate 
in the eastern territory. 


The Providence office of the National 
Jewelers’ Board of Trade, 17 Exchange 
St., has been discontinued and transferred 
to the offices of the Manufacturing Jew- 
elers’ Board of Trade, 413-415 Turks 
Head Building. 


Maurice Robinson, Charles M. Robin- 
son and Joseph I. Adelson are the incor- 
porators of the Rhode Island Ring Co., 
Inc., of Providence, that has been granted 
a charter to manufacture jewelry with a 
capital stock consisting of 100 shares of 
common without par value. 


The Sentry Mfg. Co., Inc., has been in- 
corporated by F. A. O’Donnell, 163 Lock- 
wood St., Frank St. Angelo and G. A. 
Irons to manufacture metal products in 
Providence with an authorized capital 
consisting of 100 shares of common stock 
of no par value. 


The Aurora Jewelry Co. has been in- 
corporated under the laws of Rhode Is- 
land to manufacture jewelry in Provi- 
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dence with an authorized capital stock of 
500 shares of common of no par value. 
The incorporators are: Arthur H. Feiner, 
Alfred G. Chaffee and James Harris. 


The Hadley Co., 297 Dexter St., has 
opened its new factory sample room. The 
room is finished in wood pannelled walls 
and the furnishings include velvet win- 
dow hangings, an Oriental rug, lounging 
chairs, a radio and other comforts. The 
side of one wall is devoted to a display 
of watch attachments. 


Arthur W. Brown for the past 15 years 
foreman for the Improved Seamless Wire 
Co., Providence, died the latter part of 
last month in Memorial Hospital, Paw- 
tucket, from pneumonia after a week’s ill- 
ness. He was 48 years of age and was in 
the employ of the company since 1907. 
He is survived by four sons, three daugh- 
ters, three brothers and two sisters. 


Addison P. Darling, a retired jeweler, 
died March 17 at the Home for Aged 
Men, Providence, in his 76th year. He 
learned the trade of jewelry engraving 
in this city and was employed in several 
prominent factories here. Later he 
opened a business of his own which he 
operated until a few years ago when he 
retired. He is survived by a son and 
daughter. 


Oscar L. Walden died at his home in 
Plainville, Mass., March 17, in his 82nd 
year. He was a jeweler by trade and 
worked continuously for more than 50 
years for the Whiting & Davis Co. Sev- 
eral years ago he was presented a purse 
of gold and a button denoting half a 
century continuous service with that com- 
pany. His widow, one son and two 
daughters survive him. 

Paul A. Willemin, 70 years of age, pro- 
prietor of a die cutting establishment, 195 
Eddy St., and considered one of the most 
expert jewelry die cutters in America, 
died March 2 of a heart attack after an 
illness of two weeks. He had lived in 
Providence 55 years, coming from Paris, 
France, where he was born. He is sur- 
vived by his widow, three sons and six 
grandchildren. 


Four employees of the Gorham Mfg. 
Co., whose terms of service therewith ag- 
gregates nearly a century and a half— 
147 years to be exact—were retired upon 
the company’s pension roll the past 
month. William A. Day, after 53 years’ 
association, was for many years in charge 
of the company’s order department for ec- 
clesiatical goods and bronze work. Fred- 
erick A. Hillberg had been employed 
nearly 34 years as a silversmith on sterl- 
ing silver hollowware; John J. Ellis had 
been a sand bobber in the nickel silver 
department for more than 31 years, while 
William A. West had been in the press 
department on hollowware for nearly 29 
years. Each was rated as an expert in 
his particular line. 
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WHERE TO BUY 











i ost ror Your money 


IN 


STERLING SILVER FLATWARE 


anp HOLLOWWARE 
CATALOG GLADLY SENT 


ANC STER 





a SILVER COMPANY 
* PROVIDENCE RHODE ISLAND 
BENNETT 






FOR 


EARWIRES 
Largest Selection 
in the Trade 


T. S. BENNETT FINDINGS CO., INC. 
161 Dorrance St. Providence, R. I. 


MARSH BUCKLES 
‘ Tie Clips and Sets 


By The Makers of 
Tongue Tyed Bracelets 


“* MARSH ‘we: 


ATTLEBORO, MASS. 





COPYRIGHTED 








“BEST BY TEST” 

ALLOYS — GOLD SOLDERS 
PLATINUM SOLDZRS 
Refining of Precious Metals 
CLINTON REFINING CO., INC. 
NEWARK, N. J. 

91-93 E. Kinney St. Tel. Market 2-5176 
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WHERE TO BUY 


Watcu ATTACHMENTS 














Ask Your Wholesaler for 


KESTENMADE 
WATCH STRAP 


All styles and materials 


KESTENMAN BROS. MFG. CO. 


Providence, R. I. 





































































WHERE TO BUY 





CRAFTSMANSHIP IN REPAIRING. 
ARTISANS FOR SPECIAL ORDERS. 
“EXTRA” DIVIDENDS 
ON YOUR OLD COLD. 


WENDELL & COMPANY 
CHICAGO NEW YORK 


A. C. BECKEN Co. 


Wholesale Jewelers 


P.O. Box 1 
35 E. Wacker Drive, Chicago 

















The Lol Double Thick Lentille and the 
Aristocrat Flat Top Have Instant Appeal 


ONE DAY SER ITTIN ON ALL CRYSTAL 


q) NGS 
m /’0/ WATCH CRYSTALS @ 


14 W. Washington St. 


Sacomparable 





Chicago 





OUR work COSTS NO MORE THAN lipant) 
ORDINARY WORK 
BECKER-HECKMAN CO 
29 E. Madison St. “CHICAGO, ILL. 





The Forgotten Company 
of Tomorrow 


Is the one that quit advertising 
‘YESTERDAY 


UNREDEEMED 


ELGIN and 
WALTHAM 


WATCHES 
Open Face 

7 Jewel, 16 Size 
$3.00 

(With new White 

Fancy Bngraved 
Case.) 

Same in 15-Jewel 
$4.00 








Same in 17-Jewel 
$5.00 


Same in 12 size, TaJOWE. oc cccccce $3.75 
with a beautiful 15-Jowel......00+. 5. 
Fancy Silver Dial ee oe 6.00 
25% with order, balance C. O. D. 
We also carry a good line of Rail- 
road Watches, comparatively low- 


priced as above. 
Quality and Service Always 


'f you have not received our new 1933 
Circular write for it— 


LEW & ROSENBERG 


5 South Wabash Avenue, Chicago 














CHICAGO 


Jewelry News Flashes from the Great Central West 


Sproehnle, Inc., wholesale watch house, 
have moved from 1105 Heyworth build- 
ing to suite 1301 of the same building. 


The Warren Mfg. Co., 7 W. Madison 
St., manufacturer of silver novelties, has 
removed to room 901 of this building 
into larger and more efficient quarters. 


James J. Faussett and Tom Reid 
opened an auction sale in Milwaukee on 
Feb. 22nd for Bunde & Upmeyer, who 
are closing out their business after more 
than 50 years of partnership. 


George Goldman, president of the Nor- 
ton Jewelry Co., Kansas City, Mo., and 
Jake Levine, formerly associated with 
Mr. Goldman in the Norton business, 
were in Chicago several days late in 
March on business and visiting friends. 


One of two men who drove up in an 
automobile smashed the window of 
Frank Nerad’s jewelry store at 1852 Blue 
Island Ave., on the night of March 16, 
and escaped with set diamonds valued at 
$1,000. 


The Hart Jewelry Co., 27 E. Monroe 
St., has added three men to its road sales 
force. Two of them, Gus Weinfeld and 
Bernard Drach, were associated with 
Block-Weinfeld Co. for many years and 
E. M. Potswold was formerly with M. 
B. Barkan Co., Milwaukee. 


Maynard Levy is now in Jacksonville, 
Fla., where he opened an auction sale in 
that city on Feb. 28 for V. E. Jacobs Co., 
successors to Greenleaf-Crosby Co., one 
of the finest stores of the south. He ex- 
pected to be there through the month of 
March. 


Two robbers hurled a brick through 
the window of Lorenz Walters’ jewelry 
shop at 3443 Lincoln Ave., on the night 
of March 7 and started to flee with 
about $800 worth of rings. Walters 
caught one of the robbers and shook 
him so hard $600 worth of the rings fell 
out of his pockets. Walters stopped to 
pick up the rings and the thieves es- 
caped. 


The Chicago headquarters of the Bul- 
ova Watch Co. have been removed from 
220 S. State St. to the eighth floor of the 
Pittsfield building at 55 E. Washington 
St. The new offices which are very 
elaborately furnished will be occupied by 
Michael Kloville, metropolitan district 
salesman, and Lou Shoen, who calls on 
the trade in nearby states. Fred W. 
Tomiko, watchmaker for the trade, occu- 
pies one room of the suite. 


The death of Howard C. Rowbotham, 
which occurred at his residence, 4928 
Blackstone Ave., Chicago, late in Febru- 
ary, removed one of the oldest and best 
known men in the trade. For many years 
he represented manufacturers and trav- 
eled throughout the United States. For 
about 40 years he has made Chicago his 
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headquarters. Mr. Rowbotham, who was 
73 years of age at the time of his death, 
is survived by a son and daughter, Curtis 
and Margaret. 


Juergens & Andersen Co., one of the 
oldest organizations in the trade, are be. 
ing congratulated upon their reorganiza- 
tion and their auspicious beginning under 
the new organization. Announcement was 
made in March of the complete reorgani- 
zation and financing of this 79 year old 
organization and election of officers, 
Every official named has been with the 
organization for 25 or more years and 
has a thorough knowledge of the business, 
No doubt is expressed concerning the suc- 
cess of the company under the new leader- 
ship. Officers of the company are presi- 
dent, Walter Rinn; vice-presidents, Rob- 
ert Stenson and H. Paul Juergens; treas- 
urer, Paul Reitz; secretary, Richard 
Kannaly. 


The secretary’s office of the National 
Association of Credit Jewelers announces 
that plans are complete for the third of 
a series of regular meetings be held held 
in Chicago. This meeting will be held 
at the Hotel Sherman on Wednesday, 
April 19th. J. Frank Newman, the sec- 
retary, states that this meeting will be 
more interesting than the other two and 
more largely attended. The program is 
being arranged under the direction of 
William Gibson, regional vice-president, 
and special invitations are being sent to 
all jewelers within a radius of 200 miles 
of Chicago, whether members of the as- 
sociation or not. There will be no regis- 
tration or other fees whatever. Manu- 
facturers and sales representatives are 
also being invited and ample facilities 
are being provided for them to set up dis- 
plays of their merchandise. It is felt that 
conditions prevailing will make this occa- 
sion opportune for the display of mer- 
chandise. A_ special feature of the 
afternoon session will be the opportunity 
given manufacturers and representatives 
to address the meeting about their mer- 
chandise or about business in general. 
Jewelers finding it necessary to remain 
over night will be given special rates by 
the hotel and all attending will be guests 
of the Chicago Association of Credit 
Jewelers at a Prosperity Dinner in the 
evening. President Charles Baumrucker, 
Jones & Baumrucker, Chicago, in speak- 
ing of this meeting, said, “Recent business 
conditions have created some unusual sit- 
uations and many would have been worse 
off than they are if it had not been for 
the activities of organizations in the in- 
dustry.” He feels that now is the time 
for closer affiliation and _ cooperation 
among all jewelers and in organizations, 
and he hopes this meeting in April will 
be the beginning of an active campaign 
among jewelers to win back confidence 
and their rightful place in industry. 


THE JEWELERS’ CIRCULAR 
for April, 1933 











st 


as 
th, 
tis 


the 


a- 
ler 
as 
ni- 
ld 


ld 
ly, 


its 
lit 















Where to Buy 
DOMESTIC 
China and Glass 





LENOX CHINA 


SERVICE PLATES 
DINNERWARE 
NOVELTIES 
LENOX Made in America 


LENOX, INC. Trenton, N. J. 








ADVERTISE! 





The repeated inquiries 
which we receive asking us, 
“Is So-and-So still in busi- 
ness” prompts us to say: 


ADVERTISE —to let the 
trade know that you 
are still in business. 


ADVERTISE—to get your 
share of the orders 
soon to be placed. 


ADVERTISE —to encour- 
age the rest of the 
industry to “carry 


on”. 


It is just as essential for the 
manufacturer or wholesaler 
to advertise to the retailer, 
as it is for the retailer to 
advertise to the consumer. 


The time to start is 


NOW 


The schedule to follow is 
MONTHLY 





The medium to use is 


THE JEWELERS’ CIRCULAR 


for 64 years the recognized 
authority of the trade. 

















Make Gift Window Displays 
Attractive 


The more emphatically the gift depart- 
ment of the jewelry store can drive home 
to the general public the fact that the de- 
partment has an especially wide assort- 
ment of gift wares from many different 
localities the more business the gift de- 
partment will get. 

A particularly interesting, unusual and 
worth while method of stressing this 
point consists in staging a display of 
giftwares in the show window so ar- 
ranged that the makers’ marks are visible 
to all of the passersby—these makes being 
“Made in Japan,” “Made in Czechoslo- 
vakia,” “Made in U. S. A.”, and so on. 

With each article on display there 
should be a card calling attention to the 
mark and emphasizing the fact that the 
store ransacks the world to secure the 
sort of items which will appeal to the 
good taste of its high class patronage. 

Such a display as this would give the 
establishment a splendid theme for news 
paper advertising and for salesmen’s 
talks when dealing with customers. In 
such advertising and in such talking there 
could always be strong emphasis on the 
wide variety of goods carried by the 
store. 

It wouldn’t take much time or effort to 
arrange such a window display nor would 
there be much, if any cost, connected with 
it and, undoubtedly, such a display would 
be of very distinct help to the store in 
bringing in more people and in building 
more business. 


China and Glass Notes 


Fred Ackerman, general manager of 
Koscherak Bros., 129 Fifth Ave., New 
York, is in Europe on a purchasing trip. 
He expects to return about May:1. He 
will visit the foreign gift markets. 


Maddock & Miller, formerly on W. 
23rd St., have moved to 129 Fifth Ave., 
where they occupy the street floor and 
basement. The basement will ‘be used 
for carrying stock for immediate deliv- 
ery. The ground floor display of china 
is attractive. 


Almost every week THE JEWELERS’ Cir- 
CULAR receives an inquiry as to the 
maker of some particular line of china. 
This information is gladly furnished and 
these inquiries bring out the fact that 
jewelers are realizing that chinaware is 
not only a line kindred to silver and 
glassware but an aid in selling these 
other lines. 


Fisk, Marks & Rosenfeld, Inc., are suc- 
cessors to Lazarus & Rosenfeld, Inc., and 
are located in their new and commodious 
quarters at 147 Fifth Ave., where they 
occupy over 10,000 square feet. Lazarus & 
Rosenfeld have been known to the jewelry 
trade for many years and this is only the 
second move in 20 years. A few years ago 
Mr. Fisk agitated that jewelers were the 
logical people to control the gift trade and 
had they followed his suggestion there 
could not have sprouted up with such 
mushroom-growth the legion of small 
gift shops all over the country. 





Where to Buy 
IMPORTED 


China and Glass 





BEVERACE CLASSWARE 
in stock for immediate delivery 
Beer Jugs and Tumblers, Wine Glasses 


and Decanters in Fine Crystal and 
Handsome Cuttings and Decorations. 


PAULA. STRAUB & CO., Importers 
105-107 Fifth Ave. New York 





FINE CRYSTAL, CHINA 
and ART WARES 
from the best European sources 
A wonderful variety, in stock 


KOSCHERAK BROS., INC. 
129-131 Fifth Ave., New York 











ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 
L. BERNARDAUD & CO. 


Orders filled immediately from 
New York stock 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
160 Fifth Avenue, New York City 














DRESDNER ART DECORATIONS 


DINNER WARE 





SCHUMANN CHINA CORP. 


14 West 23rd Street New York, N. Y. 





FINEST WATERFORD CUT 
AND ROCK CRYSTAL 
FROM SWEDEN AND FINLAND 
Highest Quality. Pre-war Prices 


J. H. VENON, INC. 
104 Fifth Avenue, New York 





ROYAL DOULTON 
English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 


IRISH BELLEEK 
The original production 


WH. 8. PITCAIRN CORPORATION 
104 Fifth Ave. New York, N. Y. 


FinorKoeXe, 


Famous the World Over 
Available from New York Stocks 


ROSENTHAL CHINA CORP., 149 5th Ave., New York 





FINE 
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old , Silver 


and 
~ Platinum 


into 


-” MONEY 
CASH --- 


We pay cash for your old 


| gold, silver, platinum - - - 


o | 
Ay 


aN a ~ 


Bench Sweeps, 
Polishings, 
Filings, All 
Forms of Filled, 
Plated, Etc. 


SEND IT IN TODAY 
WE Pay YOU PROMPTLY 


DEPENDABLE RETURNS. 





WE DO NOT EMPLOY 
TRAVELING GOLD BUYERS 











SHIP DIRECT 
Thomas J. 


| DEE&CO 


Precious Metal Specialists 
55 E. WASHINGTON ST. CHICAGO 
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Tu rn Your Old Yor 


Quality 


Service 


Craftsmanship 
Buy Your 


PLATINUM 


WEDDING 
RINGS 


Plain, Engraved, Azured and Channelled 


from 


a MAtTTHEY 


and Company, Inc. 


15. West 47th Street, New York City 
Telephone Bry 9-4645 ; 

















REMEMBER 


THAT FOR 
HONEST 
PROMPT 

ACCURATE 


RETURNS 


ON ANY MATERIAL SUCH AS 
OLD OR DISCARDED ARTICLES 


OF 


PRECIOUS METAL 


WE ARE AT YOUR 


REFINING SERVICE 





T. B. HAGSTOZ & SON 


709 SANSOM ST., PHILADELPHIA, PA. 
Thirty-four Years of Refining Service 
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OW shall we proceed to polish the leaves of the 
pinion ? 

Answer.—Our last operation consisted of hardening 
and tempering the pinion and then placing it in dilute 
hydrochloric acid to remove the scale. The pinion should 
be allowed to remain in the “pickle” only a few seconds 
and we must be sure to place it in a soda solution after- 
wards to remove all traces of the acid. The “pickle” 
is very useful for removing scale from hardened steel 
parts, but, we must be sure to neutralize the acid, other- 
wise we shall be troubled with rusty parts. After the 
“pickling” the pinion will assume a uniform dull gray 
appearance. 

In low grade watch movements, none of the parts 
are highly polished, excepting the balance and train 
pivots. As a rule, the flat wheels, clicks, springs and 
pinions are simply fine ground or smoothed and the ex- 
treme high polish is not required. To finish our pinion 
leaves suitably for such a movement, we shall require 
a small chuck pinvise to hold the pinion. The nut on 
the pinvise should be of very small diameter. The type 
of pinvise that is used for holding pivot broaches is most 
suitable for this purpose, and if the nut happens to be a 
bit too large it may be reduced in size by grinding the 
end smaller. We shall also require a rather stiff bristle 
lathe brush and with some rottenstone or tripoli ap- 
plied to the brush, we may quickly polish the leaves of 
the pinion. Very little polishing is required to produce 
a suitable finish in this manner and we must be careful 
that we do not carry this operation too far or the leaves 
of the pinion will be altered as rottenstone or tripoli 
cuts quite rapidly, even on hardened steel. 

As previously mentioned, this method is quite satis- 
factory to use on pinions for low grade movements, but 
for polishing the leaves of pinions for high grade move- 
ments we must follow more accurate methods. 

In the last instalment, we spoke of a wigwag polisher 
for polishing the pinion leaves. Now, let it be thoroughly 
understood that a wigwag is the most efficient attach- 
ment that can be used for polishing pinion leaves or for 
performing similar operations where a rapid forward and 
back Motion is desired as such action is continually break- 
ing up the fine grinding lines which is the essential fea- 
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ture of any high polish on steel. However, very few 
watchmakers care to go to the expense of providing a 
wigwag polisher, as it is essentially an attachment to be 
used where quantity production is desired and requires 
considerable time to set up for a single job of polishing. 

We may use our pinion cutting attachment for polish- 
ing the pinion leaves and all we shall need is a small 
boxwood lap to fit the arbor of our cutter attachment. 
The lap should be of the same size as our cutters and 
and should be turned from wood with end of the grain 
on the side or in other words, it should be the same 
as a disk cut from the end of a log. This lap should 
be driven against the leaves of the pinion head after 
the leaves are accurately reproduced on the edge of the 
lap. As the leaves are sharp they constitute a forming 
tool and the form of the space between the leaves is ac- 
curately reproduced on the edge of the lap. We may 
prepare several such blank laps and whenever we cut 
a pinion of a certain pitch we may prepare the lap while 
the pinion is still in position in the chuck. By following 
this method in each case.of pinion cutting, we may have 
an assortment of polishing laps that will follow the same 
profile cut by our pinion cutter. To provide a suitable 
means for keeping such laps handy when they are wanted 
for a polishing job, we should keep each lap in its cor- 
responding cutter on a peg in our cutter box. 

Our next step will be to select a piece of brass rod 
about the same diameter as the pinion head and grip it 
in the wire chuck. Then we will drill a small hole in 
the end of the rod so that the long end of the pinion 
arbor will fit into the hole friction tight. Now, it is 
apparent that the rod should be reduced in diameter for 
a distance sufficient to clear the circle of the lap, as the 
rod must travel the full length of the pinion leaves in 
order to perform its work. In using the lap, it must be 
set “on the line of centers” and the rod that holds the 
pinion should be loosened in the chuck and set so that 
the space between the pinion leaves will exactly conform 
with the form produced on the lap. We will use the 13 
hole index for spacing in the same manner as we did when 
cutting the leaves of the pinion. A small amount of No. 
2 diamantine and oil should be applied to the edge of the 
lap and we are ready for polishing operation. With the 











LEES & SANDERS 


Better returns for your Sweeps mean 


AN INCREASED PROFIT 





SWEEP SMELTERS. 


BIRMINGHAM, ENG. 








niet 
sor Shopping 








Enjoy the luxury of a NEW hotel— 
ALL the conveniences provided by the 
last word in equipment—yet pay rates 
in keeping with the times! Hotel 
Governor Clinton offers maximum com- 
fort, quick, courteous service and the 
finest accommodations at rates that 
start as low as $3 a day. For two the 
rates are but One Dollar More! 











c J lop al d 
NEW hated 


fl » 
ce 


4 


yet 





HOTEL 


OVERNOR Ts 


1200 ROOMS AND BATHS’ C.W. RAMSEY, JR.. MGR. 


Qanitaail 7th Ave. at 31st St., New York City 


Ft, Rasectellha l OPP. PENNSYLVANIA STATION 8B. & O. BUSES STOP AT DOOR 












58 











“lh Lo yowr 
NEW YORK “tezest 


Not only does The Woodstock afford a restful, 
homelike atmosphere but its excellent location, at 
the edge of Times Square, is unusually accessible 
to New York's chief interests. It's but a few minutes 
walk to important shopping and business districts 
and Broadway with its galaxy of theatres, is at 


the corrier. Guest accommodations aie spacious 


and airy. Excellent popular priced restaurant. 
Daily Rates 

SINGLE ROOMS and BATH . from $2.50 

DOUBLE ROOMS and BATH . from $3.50 


x Specially weekly and monthly rates on application 


HOTEL 


WOODSTOCK 


H3rd STREET, EAST OF BROADWAY, NEW YORK 
A KNOTT HOTEL 





2) 2 4 A a) A) MM A 





THE JEWELERS’ CIRCULAR 
for April, 1933 














index latched in position, we may proceed to drive the 
jap against the leaves of the pinion. Usually, one or 
two times through the leaves is ample to produce’a very 
high polish, but to be certain it is best to carefully ex- 
amine the work with a glass. A piece of soft pith pushed 
over the ends of the leaves will permit thorough exami- 
nation. It should be borne in mind that the brass rod 
which holds the pinion is rather light on account of the 
rod being reduced in diameter to accommodate the circle 
of the lap. However, the support is ample if due care 
js observed with the polishing operation. The lap must 
not be driven hard against the pinion leaves; if it makes 
a full contact with the pinion this is all that is required, 
as too much force will loosen the pinion. When all of 
the leaves have been properly polished, the pinion may be 
removed from the rod simply by pulling it straight out. 
If it does not pull out readily we may rub the outside 
of the tube with a small burnisher which will stretch 
the tube sufficiently to lift the pinion out easily. 





Bradley Polytechnic Reunion 


PgoriA, ILt., March 8—The last week in June, com- 
mencing Sunday, June 25th, is the date which has been 
set for the great reunion of Bradley Horological stu- 
dents at the World’s Fair in Chicago. 

All indications point to a large attendance, as word 
comes from distant States that jewelers who have at- 
tended Bradley as far back as 40 years ago are planning 
to attend the reunion. This reunion offers a most 
unusual opportunity for alumni to renew old friend- 
ships which were formed during school days in Peoria. 
From requests for information already received, indica- 
tions are that there are hundreds of Bradley Horologs 
looking forward to this event. 

Arrangements are being handled by a committee, and 
all who desire information as to hotel headquarters, time 
and other arrangements may have the full information 
by addressing World’s Fair Committee, Bradley Horo- 
logical, Peoria, Ill. 


Certificates Issued by the 
Horological Institute of America 


WasuinctTon, D. C., March 8—At a meeting of the 
examining board of the Horological Institute of America, 
certificates were granted to two watchmakers as follows: 

Certified Watchmaker, Donald Herbert Stewart, Kane, 
Pa., employed by F. G. Copeland. 

Junior Watchmaker, Robert W. Smiley, a student at 
Elgin Watchmakers College. 

Following are sample questions for the two grades of 
examinations : 

JUNIOR 

1. If an escapement had too much lock and slide, 
what would be the trouble and how would you 
correct the escapement ? 

Z. If a watch was handed to you for repair, how 
would you go about to examine it? Describe your 
method. 

3. What is usually meant by a quick train watch? 
How many vibrations per hour does it make? 


CERTIFIED 
1. For what purpose are the horns on lever forks? 
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2. What is meant by corner freedom in an escape- 
ment ? 

3. If you are fitting a hairspring to a watch, and 
found it necessary to add or take off weight, on 
what part of the balance rim would you make 
the change and why? 


CorRRECTION 


In the list of successful applicants who were granted 
certificates in January, there appears the name of Edward 
J. Davis, in the Junior list. The name should have been 
Edward J. Doris. 





Old Clocks Bring High Prices at New York Auction 


Very high prices were realized for old clocks during the 
recent sale of the collection of the late Alfred H. Milli- 
ken at the American Art Association Anderson Galleries 
in New York. The clocks were the work of 17th and 
18th century artisans. 

A rare Charles II palisander tall-case clock made by 
Samuel Knibb in London, circa 1665, went to N. B. 
Alexander for $3,100. A George I walnut bracket clock 
by George Graham, London, circa 1720, was bought by 
B. D. Radcliffe for $1,850. A. E. Mudge gave $1,200 
for a William and Mary walnut marquetry tall-case 
clock made by Daniel Quare, London, circa 1695. 

A Chippendale carved mahogany tall-case clock with 
“director” case, made by John Archambo, London, circa 
1760, was obtained by I. G. Underwood for $1,150. J. C. 
Grunewald gave $1,000 for a Charles II walnut mar- 
quetry tall-case chiming clock made by Johannes Froman- 
teel, London, circa 1680. 





Offer Them “Something Extra” 
(Continued from page 27) 


and silver to patrons who are giving parties. Naturally he 
gets the orders for the foodstuffs they serve as refreshments. 

11. An oilburner manufacturer paid a commission to a 
small-salaried gas meter reader who reported to him the type 
of heating-plant each house that he called at possessed. 

12. A Virginia jeweler sells auto-radio sets, but cannot 
install them because his store, on a busy street, has no park- 
ing space near at hand in which to work on the cars. He 
made arrangements with a near-by garage to install the sets 
at a flat price of $10, which he pays in advance. 

13. Several leading big-town jewelers have taken advan- 
tage of the fast spreading craze for jigsaw puzzles and 
advertise them widely as well as display them in their win- 
dows. 

14. One store has its sales force call upon customers who 
have made no recent purchases. The personal visits proved 
worth while. Sometimes two calls were necessary to win the 
customers back, but 50 per cent of the people called upon 
were brought into the fold and gratifying business renewed. 

15. A western bakery had been using radio daily with little 
success. It finally tried a plan to give out a recipe for bis- 
cuits to anyone requesting it, thinking that a good way to 
check the audiences. Ten thousand requests were received in 
the next two days. 

16. Many New York theaters have singers and magicians 
to entertain in the lobby just before show time. Stopping to 
see and hear these clever, fascinating artists made folk in- 
terested in the regular show. The patronage at the box office 
increased. 


Are you trying as hard as these fellows mentioned? 

Dr. Julius Klein of United States Department of Com- 
merce says “the retail outlook for 1933 is decidedly more 
encouraging than it was a year ago.” 
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Illinois Retail Jewelers to Meet at 
Springfield 


Cuicaco, March 23—Wm. Mortensen, 
secretary of the Illinois Retail Jewelers’ 
Association, has just announced a friend- 
ly forward-looking gathering of the re- 
tail jewelers of the state at Springfield 
on Monday and ‘Tuesday, April 24 
and 25. 

The convention will be held at the 
Leland Hotel and local arrangements are 
being made by a committee headed by 
Harry Stout which assures that no de- 
tail will be overlooked. There will be 
no registration or other fees. 

The program will be constructive and 
deal with the future and every jeweler 
in the state is invited. Those attending 
will be luncheon guests of the Illinois 
Watch Co., the officers of which are ar- 
ranging an instructive session in con- 
nection with the luncheon. 





Calvin Dean 


Provence, R. I., March 15—Calvin 
Dean, president of Calvin Dean, Inc., 222 
Richmond St., one of the oldest and larg- 
est jewelry findings houses in this city, 
died March 2 at his home in Edgewood. 
He was in his 74th year and had suffered 
ill health for several years. 

He was born in Myricks, Mass., Dec. 
25, 1859, but came to this city as a youth 


the present business. During his career 
Mr. Dean never had a business partner. 
The concern was incorporated in 1927, 
Mr. Dean becoming its president. He 
was a 32nd degree Mason and a member 
of Providence Council of the United Com- 
mercial Travellers. 

He is survived by his widow, two 
daughters, one son and three grandchil- 
dren. 





James Wallace 


ProvipENCE, R. I., March 14—James 
Wallace, well-known manufacturing jew- 
eler and prominent in Masonic circles, 
died yesterday at his home, 25 Autumn 
St., in his 80th year, ending an illness 
of nearly eight years. 

He was a native of Paisley, Scotland, 
coming to this city when he was a youth 
and was connected with the jewelry 
industry as journeyman or manufacturer 
until his death. He was employed for 
nearly 50 years by the firm of William 
Smith & Co. and in 1910 he joined his 
son, William A. Wallace, as the Wil- 
liam A. Wallace Co. in the manufacture 
of jewelry at 30 Wyatt St., retiring from 
active participation when his_ health 
failed him. He was prominent in Ma- 
sonic circles and a member of the First 
Light Infantry. He also belonged to the 
Orion Club and Falstaff Club, singing 
societies. 

He is survived by his widow, two sons 







Jewelers Reconstruction Corporation 
Enlarges Scope of Its Work 


Cuicaco, March 23—The Jewelers’ Re- 
construction Corporation, incorporated 
last October as a non-profit service or- 
ganization in the jewelry industry, has 
enlarged the scope of its work. At first 
its services were confined to helping retail 
jewelers and their creditors where the re- 
tailer, though in financial difficulty, could 
pay creditors 100 per cent. Under a res- 
olution passed by the directors on May 
17, it will not only continue this work 
but will take up cases in which the debtor 
desires to wind up his business and turn 
over all his assets to a trustee to be 
designated by the Reconstruction Corpo- 
ration for the purpose of liquidating the 
same and paying creditors pro rata, and 
also cases in which a creditors’ committee 
requests the Corporation to designate a 
trustee and supervise activities irrespec- 
tive of whether or not the liquidation 
will pay creditors in full. 

Earle E. Marshall is president of the 
Corporation; Sydney Y. Ball, vice-presi- 
dent; Arthur E. Manheimer, secretary, 
and Richard B. Dehnert, treasurer. The 
manager and assistant secretary is G. 
E. Juchem, who is in charge of the quar- 
ters at 58 E. Washington St. 





Louie Rosenberg has become sole owner 
of Rosenbizg Bros., Lexington, Ky., hav- 







































and learned the trade of jewelery chaser. 
About 40 years ago he opened a shop on 


Page St. and gradually developed it into in 1926. 





and two daughters. 
brated their golden wedding anniversary 


The couple cele- 


ing purchaced the interest of his brother, 
Phillip Rosenberg. The business was 
established Jan. 5, 1920. 











Merchandise Mart 
Manchester Silver Co.’s Bulletin 


The Manchester Silver Co., Providence, R. I., has mailed 
out its 1933 sterling silver hollow ware bulletin to 7500 
retailers. The standard listing, as used by all manufacturers 
of sterling silver, has been adopted. Net prices have been 
greatly reduced to meet present day conditions. 


New Policy of C. A. Kiger Co. 


The C. A. Kiger Co., wholesale jewelers, Kansas City, 
Mo., recently made an announcement of a new policy that 
will be of general interest. The concern on March 4th dis- 
continued its jewelry department with the exception of dia- 
mond set jewelry and will now specialize in the distribution 
of nothing but diamonds, loose and mounted, ring mount- 
ings, wedding rings, watches and watch bracelets. The ac- 
tion has been under consideration for two or three years 
past and is in line with the firm’s policy to gradually elimi- 
mate the various departments. Its members believe that 
specialization will result in lower overhead and permit greater 
efficiency and better service as well as a better opportunity 
for providing the dealers. 


Reed & Barton Make Unique Presentation of New Pattern 


A Reed & Barton salesman enters a store carrying a large 
volume bound in old calf and when it is opened it is seen 
to be actually a rare old French book with the date of 1759 
or thereabouts printed from hand cut type with hand made 
paper and fine old engravings and maps. ‘That is, for ten 
or twelve pages it is an old French book, but from that point 
on it becomes a sample case lined with a French blue velvet. 
Three pieces of the silver are shown on the blue velvet cover 
and inside is a roll of rich mulberry brocade lined with 
blue, containing the other sample pieces. The title page 
of the book announces the pattern, copying exactly the type 
and layout of the original title page—even to the age stains 
and presenting a distinguished new pattern in sterling silver— 
Romaine. 
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A New Hamilton Watch 


With the introduction of the Grant, a smart new 17 jewel 
strap watch, the Hamilton Watch Co. further lowers its 
minimum price, offering increased opportunity for fine watch 
sales in the lower price field. The Grant is a standard 6/0 size 
Hamilton grade 987 cased in 10K. filled yellow gold only, with 
attractive new luminous dial. It is also available with raised 
gold figure dial. General reductions in two other important 
Hamilton grades are also in effect. These are: Grade 987 strap 
watches in 14K. filled gold, with either luminous or black figure 
dials, and Grade 989 ribbon watches (18/0 size) in 14K. filled 
gold. Improved manufacturing methods effected economies 
which made the price reductions possible. 


‘International Sterling Launches New Flatware Promotion 


Basing its decision on the popularity of the two previous 
promotions and general business conditions today, Interna- 
tional Sterling is offering at very special prices, for a period 
of two weeks only, May 13 to May 27 inclusive, sales tested 
introductory sets in two of the company’s most popular pat- 
terns—Minuet and Orchid. Not content with just selling these 
sets to customers at most attractive reductions, the manufac- 
turers have built around them a tremendous sales campaign, 
designed and devised to help the dealer move these sets 
from his stock, and have woven into this plan proved sales 
points gleaned from facts learned from previous promotions. 


Illinois Watch Co. Cabinet 


The Illinois Watch Co. recently notified owners of Illinois 
watch material cabinets of a special 30-day offer with a saving 
of 50 per cent to the retail jeweler. 

Additional material is necessary to bring these cabinets up- 
to-date. Considerable material has been added in recent years 
and there have also been a number of helpful changes. 
Through modification of jewel settings, the company has been 
able to standardize to a greater extent. 

































































Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations wanted” $1.50 for first 25 
words. Additional words, 5c, a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional. words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c, if they desire a copy 
of the paper containing their adver- 
tisement. ; 

Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 
publish his name and address, all an- 
swers will be directed care The 
Jewelers’ Circular. 

In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspond- 
ence mention your location in the 
advertisement. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 








Situations Wanted. 


Under this heading, 75c. for first 
25 words, 5c. for each additional 
word; minimum charge, 75c. 








A NEW DEAL awaits the retail outfit 
requiring a new salesman. Address “G., 
87,” care Jewelers’ Circular. 





WATCHMAKER, long experience, repair 
anything in watches and clocks; capa- 
ble of taking full charge. Address “E., 
8983,” care Jewelers’ Circular. 


otmnpimalinans 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 98 Nassau St., rt. 
7392, New Yor! 





YOUNG LADY, eight years’ experience 
as expert pearl-stringer and saleslady ; 
best references. Address “E., 49,” care 
Jewelers’ Circular. 





A-1 WATCHMAKER and salesman, 11 
years’ experience; good estimator; best 
references ; go anywhere. Ray C. Gable, 
19 Pearl St., Lancaster, Pa. 





MANUFACTURING JEWELER, en- 
graver and diamond setter; best of 
references. Address “F., 70,” care 
Jewelers’ Circular. 





YOUNG LADY, bookkeeper. typist, 10 
years’ watch and jewelry experience; 
complete charge. - Address “S., 116,” 
care Jewelers’ Circular. 





WATCH SALESMAN, 15 years’ experi- 
ence, travel in car, desires line from 
responsible importers, commission basis. 
oe “E., 8955,” care Jewelers’ Cir- 
cular. 


WATCHMAKER, 20 years’ experience, 
wishes position; have complete set of 
tools ; experience with first class houses. 
— “X., 120” care Jewelers’ Cir- 
cular. 





COMBINATION MAN, first class watch- 
maker, jeweler, engraver, desires posi- 
tion; would consider operating small 
store for repairs; best references. Ad- 
dress “C., 8947,” care Jewelers’ Circular. 





WATCHMAKER, age 25, technical train- 
ing, experienced on Swiss and American 
watches; salesman; references. Ad- 
tt “A., 8950,” care Jewelers’ Cir- 
cular. 





EXPERT WATCHMAKER wants job; 
diamond setter, plain engraver and 
jeweler; $22 per week; married, age 
38. “Watchmaker,” General Delivery, 
Chester, S. C. 





HUB CUTTER, desginer and die maker, 
expert; reliable and reasonable; per- 
manent position preferred, or will do 
work at home. Address “A., 8749,” 
care Jewelers’ C‘rcular. 





WATCHMAKER, 34, skilled, reliable me- 
chanic, good repairman; make new 
parts; own tools; neat appearance, 
clean habits; can estimate. Wm. Doh- 
ring, 1153 President St., Brooklyn, N. Y. 


YOUNG MAN, 24 with 14 months’ train- 
ing in technical school desires position 
as watchmaker; owns compete set of 
tools. J. Kenneth Aldrich, 87 Common- 
wealth Ave., Springfield, Mass. 








BOOKKEEPER, STENOGRAPHER, ten 
years’ experience, complete charge. of 
office and all details, own correspond- 
ence, financial statements. Address 
“T., 117,” care Jewelers’ Circular. 





RETAIL SALESMAN; capable handling 
repairs and dressing impelling windows ; 
settled young man of wide experience. 
— “C., 85,” care Jewelers’ Cir- 
cular. 





CREDIT SALESMAN, capable complying 
with the various requirements of a 
credit store, desires position; highly 
recommended. Address “A., 84,” care 
Jewelers’ Circular. 





WATCHMAKER, 25 years’ store and shop 
experience with leading American con- 
cerns; competent and fast on all kinds 
of fine watch repairing. Address “L., 
93,”’ care Jewelers’ Circular. 





MANAGER credit jewelry store, age 38, 
executive ability, 16 years’ experience 
all branches credit jewelry game; 
thoroughly capable; excellent  refer- 
ences. Address “O., 8964,” care Jewel- 
ers’ Circular. 


WATCHMAKER, age 25, nine years’ ex- 
perience, desires position with reliable 
house; can wait on trade; best refer- 
ence; salary $24. Arthur Nelson, 674 
Warren St., Brooklyn, N. Y. 








HUB AND DIE CUTTER, jewelry de- 
signer, able to make all tools required 
for same, wishes position with reliable 
firm. Address “B., 63,’ care Jewelers’ 
Circular. 





YOUNG MAN WITH CAR desires jewelry 
or novelty line for New York City, call- 
ing on retail trade; 10 years’ experi- 
ence. Address “E., 66,’ care Jewelers’ 
Cirelar. 








WATCHMAKER, 29, German, 15 years’ 
experience, accurate, reliable worker, 
desires position, store or factory. A. 
Boeckl, 7825 Metropolitan Ave., Middle 
Village, N. Y. 


FIRST CLASS WATCHMAKER ang 
graduate optometrist, 25 years’ experi. 
ence in jewelry and optical stores; Ohio 
preferred, but will go elsewhere, Ad- 
dress “O., 81,” care Jewelers’ Circylar 





= — 
WATCHMAKER, 27, first class work on 
all grades of watches and clocks; some 
jewelry repairing; capable of waitj 
on trade; best of references, R, v 
Burckhardt, Boscobel, Wis. ‘ 





FIRST CLASS watchmaker and engraver 
wants permanent position; can do sim: 
ple stone setting; 25 years’ experience: 
can furnish best of reference. Address 
“J., 106,”’ care Jewelers’ Circular, 





ne 


A-1 WATCHMAKER, fine mechanic; 29 
years’ experience; also optical shop 
man, experienced fitter, adjuster anq 
salesman; South preferred. Address 
“M., 78,” care Jewelers’ Circular. 








FIRST CLASS WATCHMAKER, jeweler, 
engraver, all around man, wants posi- 
tion; 14 years’ experience at the bench: 
best references. Address “H., 105,” 
care Jewelers’ Circular. 





WATCHMAKER, American, experienced 
on all makes and sizes; all tools; A-1 
references; will go anywhere; work for 
low salary or commission. Address 
“J., 59,”’ care Jewelers’ Circular. 





EXPERIENCED watch and jewelry re- 
pair clerk, estimator, saleslady ; capable 
of assisting with watch and jewelry re- 
pairing if necessary; references. Ad- 
dress “J., 69,” care Jewelers’ Circular. 





RETAIL SALESMAN, 18 years’ retail ex- 
perience as real salesman; trim at- 
tractive windows, cash or credit store; 
capable of managing; fine references; 
salary secondary. Address “P., 8944,” 
care Jewelers’ Circular. 





EXPERIENCED DESIGNER, held re- 
sponsible position with large manufac- 
turer in diamond and metal office, seeks 
position with store or manufacturer. 
“Designer,” 6709 65th St., Brooklyn, 
ie 





A-1 WATCHMAKER and mechanic, 16 
years’ bench’ experience, first-class 
tools, Clement Master Watchmakers 
Lathe; graduated from_ recognized 
school; best references. Alex. Baltsois, 
29-01% Potter Ave., Astoria, L. I. 





WINDOW-TRIMMER, serving jewelers 
exclusively, is now available to you if 
you’re located in the Metropolitan dis- 
trict; effective displays guaranteed. 
Address “E., 86,” care Jewelers’ Cir- 
cular. 





FIRST CLASS WATCHMAKER, with 
best references, desires position with 
reliable firm; can take full charge of 
entire repair department; moderate 
salary; state full particulars in first 
letter. M. Werner, 1057 50th St, 
Brooklyn, N. Y. 








WATCHMAKER, EXPERT, 15 years’ ex- 
perience; last employed for five years 
by nationally known importer of 
watches; plenty retail store experience, 
very dependable; New York or vicinity. 
Address “C., 47,” care Jewelers’ Cir- 
cular. 











JEWELER, DIAMOND SETTER, en1- 
graver and watchmaker, expert on 
platinum and gold; special orders, re- 
pairs, diamond setting of all kinds; en- 
gravings; married; best references. Ad- 
dress “Ambitious, 54,” care Jewelers 
Circular. 





—— 
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Chart Your Own Course UP 
(From page 21) 


that may develop in the improved eco: 
nomic and financial situation of the 
country. Let him forget for the mo- 
ment all general charts and tables of 
business generally and concentrate on 
the problems that confront him indi- 
yidually. The only chart to hold be- 
fore his mind’s eye is one on the order 
of the humorous chart plotted on 
page 21 in which he bends all his 
energy toward putting the line of 
progress of his business, forward and 
upward. 





The H. I. A. Contest 


HE prize contest being conducted 

by the Horological Institute of 
America, information about which 
has appeared in recent issues of THE 
JeweLers’ CIRCULAR, is going for- 
ward steadily, according to an an- 
nouncement made by Edward H. 
Hufnagel, president of the Institute. 
The extention of two months allowed 
for completing the necessary work has 
been received cordially by many watch- 
makers who will be glad to enter the 
contest now that they feel they have 
time to turn out creditable work. 

This contest is one that should 
stimulate the imagination of watch- 
makers and jewelers generally as it 
is an opportunity for recognition of 
technical ability that has not, hereto- 
fore, been offered to the trade. The 
prizes to be awarded will be many 
and varied and these should add to 
the interest of the competition. Full 
information about the contest may 
be had from the corresponding secre- 
tary of the Institute, R. E. Gould, 
114 Philadelphia Ave., ‘Takoma 
Park, Md. 

The annual meeting of the Horo- 
logical Institute of America is sched- 
uled to be held in the lecture room 
of the National Research Council in 
Washington on May 8 at which not 
only members of the Institute and 
contestants in the competition but 
watcmakers generally and all others 
interested in horological subjects are 
invited to attend. Among the speak- 
ers will be Dr. Paul Heyl, interna- 
tionally known physicist who will ad- 
dress the Institute on the subject of 
“Time Intervals as Scientific Tools.” 


The C. M. Presley Jewelry Store, Abi- 
lene, Tex., was damaged by fire on the 
Morning of March 13. 
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Willis B. Musser 


PHILADELPHIA, Pa., March 18—The 
funeral of Willis B. Musser, formerly 
of Lancaster, Pa., and for many years 
widely and favorably known in the whole- 
sale jewelry business of the country, was 
held today. The remains were interred 
in West Laurel Hill Cemetery. Mr. 
Musser passed away Wednesday night 
following an attack of grippe and heart 
trouble. He was in his 78th year. 

Mr. Musser was born in Witmer, Pa., 
the son of the late Dr. Jacob H. and 
Martha Herr Musser. After graduat- 
ing from Millersville State Teachers Col- 
lege, he became a bank clerk in Lancas- 
ter and shortly afterward became a part- 
ner of his brother-in-law, the late Ezra 
F. Bowman in the wholesale jewelry 
business in that city. Later he was presi- 
dent of the Non-Retailing Co. of Lan- 
caster for several years and became 
widely known among the jewelers. 

His survivors include beside his 
widow, two sons, Rey. Frederick O. 
Musser of Easton, and Benjamin Musser 
of Washington, D. C., and a daughter, 
Mrs. Lloyd Wilson of Sault Ste. Marie, 
Mich., also six grandchildren. 


Woodbury M. Melcher 


PLAINVILLE, Mass., March 10—Wood- 
bury M. Melcher, who for many years con- 
ducted the manufacturing jewelry business 
of Schofield, Melcher & Schofield in this 





* town, died at his home in Brookline, Mass., 


Sunday, March 5. He was 68 years old 
and retired from active business seven 
years ago last December. 
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Philadelphia 
(From page 52) 


beautifully drawn views of historic 
American buildings have been reproduced 
on china, was produced in connection with 
the relief fund for unemployed architects 
and draftsmen. It is a nine-piece set with 
drawings by Schell Lewis. 


The Association of Wholesale Jewelers 
of Philadelphia held its regular monthly 
meeting on March 15 in the Adeiphia 
Hotel. The principal subject of discussion 
was a uniform holiday schedule with the 
result that a schedule will be submitted 
to members for their immediate approval. 
The importance of shortening terms was 
also discussed. Roy S. Humbert, of Alfred 
Humbert & Son, and Byard F. Brogan, 
of the firm of Byard F. Brogan, were 
unanimously elected directors of the asso- 
ciation. 


Platinum Market 


Despite the flurry in the platinum mar- 
ket at the beginning of the month when 
for a few days prices for hard platinum 
jumped about 35 per cent, the official 
prices on platinum on March 24 were the 
same as when last published in Tue 
JEWELERS CircuLAR as follows: 


SRE 6. bi caivaxbiaanevetaneheanueumens $24.00 
Containing 5 per cent iridium.......... . 

Containing 10 per cent iridium........ 26.00 
SEE, a vi caccavecsuncaveedeeuduues 50.00 
PON? 60s kwon ecueh se keaaeeueanan 20.00 


These with leading refiners were cash 
prices, time prices running $1.00 or more 
higher. 
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ls AMERICA : 
To Become a CHEAP NATION? | 


Does America approve of cheap merchandise? 
Does America approve of cheap wages? 

















Does America approve of a cheap staedard of living? 
I'll reply for America with a loud and unequivocal NO! 


It’s true we've been off our mental balance for a couple of years, 


It’s true we've lost all sense of economic or social perspective, 





It’s true we've done many, many things we'll all be heartily 
ashamed of in the years to come. 


But there isn’t a hard-thinking man or woman among us who 
doesn’t believe in a good, wholesome standard of living including 
i luxuries, too, who will continue long to stand for some of the 

distressing and disturbing practices that are foisted upon us 
under the guise of Competitive Merchandising, or who will not 
fight to the last ditch to prevent America from becoming a cheap 
Nation. 








Let the buyer of materials pay a profit-bearing price for those 
materials. 


Let the merchant pay the manufacturer of finished products a 
profit-bearing price for those products. 





Let the consumer pay the merchant a profit-bearing price for 
whatever he buys. 


Then—wages will rise again, purchasing power will recover, unem- 
ployment will decrease and the stage will be set for a new era 
of progress and prosperity. 

“A happy dream,” you say, “but don’t make me laugh.” 


| know how you feel about it; I’m human, too. It’s so easy to i 
say how a thing can be done, and oftentimes so difficult to | 


accomplish that thing. 





But—we all know that economic recovery cannot come with lower 


prices, lower wages and increased unemployment. When adult 
wages of 40 cents a day are recorded, we know we are playing 


with dynamite. 


Let us all pull for better prices, and then we can guarantee | 
America against becoming a cheap Nation. 


President, THE JEWELERS’ CIRCULAR ~ 





EVERIT B. TERHUNE 
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